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To  the  Recruiting  Command  Family: 

Our  soldiers,  civilian  employees,  and  families  in  Puerto  Rico, 
the  U.S.  Virgin  Islands,  and  the  southern  portion  of  the  mainland 
have  recently  encountered  severe  weather  hardships. 

We’re  energizing  our  systems  to  take  care  of  them.  I will  be 
monitoring  this  activity  to  make  sure  they  receive  the  support  they 
need. 

From  Bonnita  and  me,  as  well  as  the  rest  of  the  USAREC 
family,  God  Bless.  Our  hearts  and  thoughts  are  with  you. 


Evan  R.  Gaddis 

Major  General,  U.S.  Army 

Commanding 
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A tool  for  mission  success 

“Ono’s  Bubbles,”  Production 
Management  System  (PMS),  and  the 
Mission  Accomplishment  Plan  (MAP). 
Over  the  years  we’ve  given  a variety  of 
names  to  this  tool.  But  in  reality  the  tool 
hasn’t  changed  all  that  much.  Its  always 
been  a plan  to  achieve  mission  box 
using  historical  achievements.  It’s 
effectiveness  as  a tool  is  greater  at  the 
recruiter  and  station  level  — that’s 
where  the  work  is  done. 

Of  course  MAP  is  also  a great  tool  at 
the  company  and  higher  for  gauging  an 
organization’s  success.  By  checking 
achievements  every  day,  leaders  can 
quickly  identify  shortfalls  and  prevent 
failure  by  making  the  necessary  adjust- 
ments to  the  recruiter’s  and  station’s 
prospecting. 

MAP  is  a great  tool  and  one  that  is 
greatly  abused.  I have  seen  throughout 
my  travels  numerous  variations  of 
implementation  of  USAREC  Regulation 
350-7  Appendix  F. 

Too  many  leaders  opt  to  supplement 
what  is  not  to  be  supplemented.  Why? 
Because  they  don't  trust  the  tool!  It’s 
always  the  conversion  data  is  too  high 
and  the  requirements  are  unrealistic. 

Then  the  leaders  get  creative  and  adjust 
the  requirements  to  meet  some  USAREC, 
brigade,  battalion  or  company  standard. 

Well  folks,  I’m  here  to  tell  you 
USAREC  doesn’t  direct  a prospecting 
standard.  The  regulation  states  “Gener- 
ally to  be  successful  throughout 
USAREC,  recruiters  must  make  between 
5 to  7 and  conduct  3 to  5 new  appoint- 
ments weekly.  However,  individual 
conversion  data  is  the  MINIMUM 
STANDARD.” 

In  other  words  the  standard  is  the 
minimum  activity  each  individual  must 
accomplish  to  achieve  his/her  assigned 
mission.  Consistently  meet  your  weekly 
plan  and  you  will  consistently  achieve 
mission. 

I have  seen  very  few  station  or 
company  MAPs  that  required  more  than 
7 appointments  and  5 conducted  per 
recruiter  per  week.  Even  at  brigade  level 
(with  the  exception  of  1st  Bde  for  Oct.) 
the  average  recruiter  is  required  to  make 
6-7  appointments  per  week  and 
conduct  4 to  5 appointments. 


CSM  Roger  L.  Leturno 

The  reality  is  we’re  actually  making 
less  than  5,  closer  to  4,  and  conducting 
less  than  3,  closer  to  2 per  week.  Oh,  by 
the  way  we’re  not  making  mission  either. 

There  is  another  very  important  use 
for  the  MAP  that  I didn’t  mention  earlier. 
MAP  is  an  indicator  for  sales  training 
needs.  This  is  where  we  can  stop  the 
“conversion  data”  death  spiral. 

First  the  conversion  data  is  too  high 
or  it’s  skewed  because  the  last  station 
commander  didn’t  know  what  he  was 
doing.  Second,  the  requirements  are 
unrealistic  and  can’t  be  achieved  so  the 
station  commander  adjusts  it  down. 

Now  he’s  created  a plan  for  failure. 

Why?  Adjusting  the  work  requirements 
doesn't  solve  anything.  The  right 
adjustment  is  to  the  attitudes  and 
aptitudes  in  the  critical  skills  areas. 

Conversion  data  was  created  one  200 
card  at  a time.  The  recruiter  provided  it 
and  the  leader  accepted  it.  MAP  quickly 
tells  you  where  the  choke  points  are  and 
should  prompt  the  “light  bulb”  to  go  on. 
That’s  the  one  that  says  this  isn’t 
working  and  I need  to  figure  out  what’s 
wrong. 

Identifying  the  problem  is  the  first 
step  in  coming  up  with  the  solution. 
Sound  familiar?  Performance  counseling 
using  hands-on  performance  oriented 
training  — that’s  the  leader’s  responsi- 
bility. The  recruiter  shares  the  responsi- 
bility by  identifying  his  own  shortcom- 
ings and  seeking  self-improvement. 

Only  a fool  does  the  same  thing  over 
and  over  expecting  different  results. 
We’re  not  fools.  We’re  a command  of 
very  competent  soldiers  assigned  to 
USAREC  to  accomplish  the  mission. 


Provide  the  strength  for  the  Army. 
You’ve  heard  it  before,  we  can  and  will 
succeed. 

The  level  and  variety  of  prospecting 
needed  to  achieve  today’s  mission  isn’t 
much  different  than  it  was  18  years  ago. 
We  can  talk  all  day  about  how  tough  it  is 
and  how  the  retirement  plan  isn’t  what  it 
was.  Okay,  the  economy  is  great  and  we 
have  to  compete  with  the  civilian 
employers  and  schools.  But.  we  can 
overcome  that. 

What  we  have  to  do  is  talk  with  more 
prospective  applicants  and  there  is  a 
huge  market  out  there.  Be  innovative 
and  use  your  ingenuity  to  contact  your 
market.  They're  not  all  at  school. 

They’re  out  there.  Use  your  Lead  Source 
Analysis  to  show  what  lead  generation 
activities  are  giving  you  the  biggest 
bang  for  the  buck  and  what  markets  are 
worked  as  well  as  those  that  are  not. 

In  accordance  with  USAREC  regula- 
tion, every  recruiter  is  assigned  a 
specific  high  school  and  an  area  of 
operation  from  which  to  recruit.  So 
recruit  it.  These  markets  are  yours  to 
cultivate.  You  do  it  by  prospecting, 
posting,  advertising,  COI  development. 
Army  exposure,  and  just  getting  out 
there  and  being  seen  by  the  community. 

MG  Gaddis  said  it’s  not  business  as 
usual  and  we  have  to  start  thinking  out 
of  the  box.  If  we  can  get  the  average 
recruiter  to  make  about  7 appointments 
each  week  and  conduct  4 we  can't  help 
but  be  successful.  That’s  what  we  have 
to  do  in  FY  99. 

When  do  we  prospect?  Always! 

How  long?  Until  MAP  is  achieved 
because  that’s  the  standard. 

I challenge  every  level  of  this 
command  to  be,  actively  engaged  in  the 
MAP.  Do  it  right.  Demand  uncompro- 
mising standards  of  integrity.  Be  strict, 
consistent,  prompt  and  unblinking  in 
your  management  system  and  remove 
distractions  from  the  time  used  for 
prospecting. 

I’ve  touched  on  several  areas  of 
USAREC  Regulation  350-7.  This  is  your 
next  reading  assignment.  Be  very 
knowledgeable  of  this  regulation.  You 
will  be  tested. 

Let’s  get  this  year  rolling  in  the  1st 
Quarter  of  FY  99. 
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Army  Values : 

Integrity 


Editor  ’.v  note:  The  comments  expressed  in  these  columns  are 
personal  opinions  by  the  essay  authors  and  represent  no 
official  point  of  view. 


By  SFC  Joseph  P.  Satterthwaite,  USAREC 
Direct  Mail  Manager 


Integrity.  As  a simple  word,  the 
definition  translates  to  firm  adherence 
to  a code  of  moral  or  other  values: 
incorruptible;  an  unimpaired  condition; 
soundness. 

The  Army  Chief  of  Staff  , GEN 
Dennis  J.  Reimer,  sees  integrity  as 
soldiers  doing  what’s  right,  legally  and 
morally.  MG  Evan  R.  Gaddis,  the 
Recruiting  Command  commanding 
general  — sees  it  as  his  recruiters, 
soldiers  and  civilians  within  the 
command  as  “knowing  the  difference 
between  mistakes  and  choice,”  and 
stepping  to  the  plate  to  do  the  right 
thing. 

Integrity  shouldn’t  be  something  that 
causes  one  to  philosophize  or  to 
literally  dig  deep  down  into  their  soul  to 


find.  It’s  simple  honesty.  It  doesn’t 
make  you  fold  up  or  bend  to  the 
scrutiny  of  opinions  when  you,  the 
person,  know  what  is  right  and  what 
must  be  done. 

Yes,  integrity  can  cause  discomfort, 
even  criticism.  I know  from  a lot,  a 
whole  lot,  of  personal  experience. 
Obstinate,  hard-headed  or  just  plain 
stupid  ...  take  your  pick.  You’re  not 
accepted  by  the  “go-along  with  any- 
thing” generic  crowd.  You’re  not  the 
conditional  buddy  someone  wants  you 
to  be.  My  recruiter,  a SSG  Eddy,  17 
years  ago  in  Philadelphia,  only  asked 
that  I Be  All  That  I Could  Be  and  do 
what’s  right,  even  if  I stood  alone.  That 
wasn’t  something  I didn’t  grow  up  with. 
I think  everyone’s  parents  or  significant 
role-models,  at  one  time  or  another, 
have  etched  those  words  into  budding 


minds  across  the  world. 

I can’t  speak  to  the  definition  of 
what  integrity  means  to  every  indi- 
vidual or  group  but  it  is  consistent, 
unbending  and  more  important, 
followed  by  those  who  believe  and 
practice  what  they  preach...  a code  of 
values.  Those  persons  with  integrity, 
real  personal  integrity,  don’t  (honesty), 
they  just  do  the  right  thing.  There  isn't  a 
tow-line  pulling  them  along  in  their 
personal  challenges  from  day-to-day, 
they  do  the  right  thing  even  at  personal 
costs. 

“Recruit  with  integrity,”  everyone 
always  says.  People  blessed  and 
possessed  by  integrity  find  it  strange 
that  anyone  would  have  to  delve  deep 
into  their  soul  to  find  it.  It’s  there, 
believe  it  or  not.  More  important,  it 
applies  to  them  as  well  as  you. 
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News  Briefs 


The  Golden  Knights  won  first  place  at  the  1998  World  Cup  of  Formation 
Skydiving.  The  team  members  are  (back  row,  left)  SFC  Paul  Raspino, 

SGT  Kurt  Isenbarger,  SFC  Charlie  Brown,  SSG  Carey  Mills,  SGT  Brian 
Smith,  and  SGT  Chris  Talbert,  (front  row)  CPL  Matt  Davidson,  SSG  Trevor 
McCarthy,  SFC  Ken  Brown,  SGT  Eric  Heinsheimer,  and  SFC  John  Hoover. 
(Photo  by  SSG  Joe  Belcher,  US  Army  Parachute  Team  Public  Affairs) 


Golden  Knights  Win  the  1998  World  Cup  of  Formation 
Skydiving 


By  SSG  Keith  Richardson,  US  Army 
Parachute  Team  Public  Affairs  Office 

FORT  BRAGG,  N.C.  — The  “Golden 
Knights”  Formation  Skydiving  Team  won 
first  place  in  eight-way  formation  skydiv- 
ing at  the  1998  World  Cup  of  Formation 
Skydiving  held  Sept.  19-27  in  Evora,  Por- 
tugal. 


Competing  as  the  US  National  Skydiv- 
ing Team,  the  Golden  Knights  defeated  the 
Russian  team  with  a 219-208  score.  The 
victory  solidifies  the  Golden  Knights’ 
reputation  as  the  most  successful  Depart- 
ment of  Defense  competition  team. 

The  next  hurdle  for  the  Golden  Knights 
was  in  October  when  they  defended  their 
US  National  title  in  Eloy,  Ariz. 


National  Planning  for  Life  Recognition  Program  Receives 
American  Association  for  Career  Education  Award 


By  Pat  Nellor  Wickwire , President  of 
American  Association  for  Career 
Education 

The  National  Planning  for  Life  Recog- 
nition Program  is  recipient  of  the  1998 
American  Association  For  Career  Educa- 
tion Award  for  Excellence  and  Innovation. 
The  program  is  offered  by  the  National 
Consortium  of  State  Career  Guidance  Su- 
pervisors and  the  US  Army  Recruiting 
Command  to  recognize  schools  with  ef- 
fective career  planning  programs  for  stu- 
dents. 

Consortium  Executive  Harry  N.  Drier 
and  Consortium  President  Lynn  Jensen 
lead  the  national  efforts  to  support  the  com- 
petitive program.  National  Planning 


for  Life  is  open  to  all  middle  level,  junior 
high,  and  high  schools,  and  to 
postsecondary  institutions. 

In  granting  the  award,  AACE  lauded  the 
Consortium  and  USAREC  for  extraordi- 
nary national  leadership  in  developing, 
identifying,  recognizing,  and  promoting 
exemplary  career  programs  nationwide. 

AACE  presents  awards  for  programs, 
practices,  and  publications  annually. 
Awards  may  be  granted  for  management, 
counseling,  assessment,  evaluation,  staff 
development,  curricular  and  instructional 
design  and  delivery,  research,  public  in- 
formation, community  partnerships  and 
coalitions,  and  other  programs,  practices, 
and  publications  that  work. 


Home  Schooled 
Students  Get  Army 
Education  Benefits 

By  S.  Douglas  Smith,  HQ  USAREC 
Public  Affairs  Officer 

FORT  KNOX,  Ky.  — Young  men  and 
women  who  gain  their  high  school  diploma 
through  home  schooling  can  now  receive 
the  same  Army  benefits  as  those  students 
who  graduate  from  a traditional  high 
school. 

This  is  an  exceptional  opportunity  for 
home  schooled  students.  Home  schooled 
students  can  now  participate  in  the  full 
range  of  Army  benefits  if  they  decide  to 
enlist. 

With  the  popularity  of  home  schooling 
increasing  over  the  years,  it  became  nec- 
essary to  offer  equal  enlistment  opportu- 
nities to  those  gaining  their  high  school 
diploma  at  home. 

Home  schooled  students  now,  in  addi- 
tion to  the  Montgomery  GI  Bill,  receive 
full  Army  College  Fund  benefits  if  quali- 
fied. The  Army  College  Fund  provides  up 
to  $40,000  for  college  for  those  who  elect 
to  participate.  Home  schooled  young  men 
and  women  can  also  qualify  for  the  Army’s 
loan  repayment  program,  which  gives  stu- 
dents up  to  $65,000  to  repay  federally  in- 
sured student  loans. 

Another  new  benefit  for  the  home 
schooled  student  is  the  enlistment  bonus 
of  up  to  $12,000  for  enlistmemt  in  certain 
military  occupational  specialties.  Previ- 
ously, home  schooled  students  did  not 
qualify  for  the  Army  College  Fund,  Loan 
Repayment  Program  or  for  enlistment  bo- 
nuses. 


Great  Ideas  Program 

MG  Gaddis  wants  to  encourage  every- 
one throughout  USAREC  to  provide  your 
“Great  Ideas”  to  the  Recruiter  Journal. 

By  great  idea,  he  means  a success  story, 
a smart  idea,  or  anything  that  you've  found 
to  be  successful. 

Each  month,  the  Recruiter  Journal  will 
print  a collection  of  Great  Ideas.  Send  your 
story  to  the  Recruiter  Journal,  by  cc:Mail 
to  howee@usarec.army.mil.  Please  send 
your  photographs,  if  your  “Great  Ideas” 
submission  was  a photo  opportunity. 
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News  Briefs 


Hispanic  Youth  Meet 
Army  Leaders 

By  SFC  Connie  E.  Dickey 

WASHINGTON  (Army  News  Ser- 
vice) — Hispanic  high  school  student  lead- 
ers from  across  the  nation  visited  the  Pen- 
tagon Oct.  2,  met  with  the  head  of  the  US 
Army  Recruiting  Command  and  talked 
with  several  Hispanic  officers. 

The  45  youths  were  in  the  nation’s  capi- 
tal participating  in  a four-day  leadership 
seminar.  The  trip  was  earned  by  the  stu- 
dents for  writing  award-winning  essays  on 
bilingual  education.  Their  tour  of  the  Pen- 
tagon and  the  chance  to  meet  and  talk  with 
some  of  the  Army’s  leadership,  including 
MG  Evan  R.  Gaddis,  was  sponsored  by  the 
Recruiting  Command.  USAREC  sponsors 
a Hispanic  Influencer  Alliance  Program 
which  allows  recruiters  to  form  a partner- 
ship with  respected  Hispanic  community 
leaders.  Under  the  program,  the  recruit- 
ers also  serve  as  role  models  and  mentors 
to  at-risk  Hispanic  youth.  The  student  lead- 
ership seminar  is  a program  of  the  League 
of  United  Latin  American  Citizens  Na- 
tional Educational  Service  Centers,  Inc. 
Richard  Roybal,  director  of  LULAC 
NESC,  said  the  first  year  of  the  alliance 
with  the  Recruiting  Command  has  been 
very  successful.  “We  network  with  local 
recruiters  and  it  certainly  helped  the  Army 
reach  students  it  did  not  have  contact  with 
before.” 


The  national  Hispanic  dropout  rate  is 
more  than  30  percent  and  the  goal  of  the 
Recruiting  Command  is  for  students  to  fin- 
ish their  education  first,  and  then  to  con- 
sider the  Army  as  part  of  their  career  goals, 
said  CPT  Kate  Johnson  of  the  Recruiting 
Command. 

“Of  course  we  want  you  to  stay  in 
school  ...  education  is  very  important,  but 
you  are  the  future  and  you  are  the  future 
leaders  of  the  Army,”  Gaddis  told  the 
group.  “The  Army  needs  to  look  like 
America  and  to  do  that,  we  need  more  His- 
panics  in  the  Army,  especially  in  the  of- 
ficer corps.” 

According  to  Gaddis,  the  Army  has 
about  6 percent  Hispanics  in  its  ranks,  but 
the  nation’s  demographics  show  Hispan- 
ics make  up  12  to  14  percent  of  the  popu- 
lation. “The  Hispanic  community  is  the 
fastest  growing  population  in  America,” 
he  said.  “We  have  many  opportunities  for 
Hispanics,”  Gaddis  said,  “including  lead- 
ership opportunities  through  West  Point 
Military  Academy,  West  Point  Preparatory 
School  and  the  Reserve  Officers  Training 
Corps,  or  a $40,000  incentive  to  go  through 
college.  I would  ask  you  to  finish  your 
education,  but  have  open  hearts  and  an 
open  mind”  about  joining  the  Army,  he 
told  the  group. 

Besides  allowing  the  students  to  tour  the 
Pentagon  and  talk  with  some  of  the  Army’s 
leadership,  the  seminar  exposed  the  stu- 
dents to  how  the  national  govern- 
ment works.  The  students  also  met  with 


senators,  congressional  representatives. 
White  House  officials,  and  corporate  ex- 
ecutives. 

Victoria  Neave,  a 17-year-old  student 
from  Dallas,  Texas,  district  youth  director 
of  LULAC’s  District  Three  (North  Texas), 
said  she  has  a lot  of  respect  for  the  mili- 
tary but  is  not  sure  if  it  is  part  of  her  fu- 
ture. “1  want  to  go  to  college  and  become 
a general  physician  and  go  into  Latin 
American  studies  and  then  go  back  to  my 
community  and  help  my  people,”  she  said. 
But,  she  also  has  high  praise  for  both  the 
military  and  LULAC  NESC.  “In  one  year, 
I have  had  so  many  benefits.  I learned 
leadership  skills,  learned  how  to  present 
myself  and  how  to  network  and  commu- 
nicate.” 

She  was  also  impressed  with  the 
Pentagon’s  exhibits  on  Hispanic  heritage. 
“I  was  impressed  by  the  fact  that  presen- 
tations were  set  up  in  a major  hallway  on 
Hispanics  in  the  service  for  Hispanic  Heri- 
tage Month  and  I am  very  proud  of  my 
people,  seeing  the  Hispanic  Medal  of 
Honor  recipients,  and  realizing  the  sacri- 
fices and  contributions  of  Hispanics  in  the 
military,  made  me  very  proud.” 

Roybal  said,  LULAC  NESC  has  1 1 sites 
for  recruiting,  including  Puerto  Rico. 
“During  our  first  year,  our  message  was 
for  youths  to  stay  in  school,”  he  said.  “We 
produced  a video  geared  to  the  Hispanic 
youth.  Now  we  are  ready  to  expand  to 
phase  II,  which  is  focusing  on  career  op- 
portunities.” 
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Selling:  Basics  vs.  Advanced 


By  SFC  Russ  L.  Fry,  Training  Branch 

Advanced  sales  . . . basic  sales  . . . it’s  so  con- 
fusing. A lot  of  new  recruiters,  fresh  out  of  Recruit- 
ing School  report  to  their  recruiting  stations  — 
sounding  choppy,  acting  nervous,  and  basically 
blowing  the  sale  due  to  lack  of  experience.  Yet  the 
seasoned  recruiter  is  constantly  being  told  to  return  to 
the  basics.  What  is  the  difference  between  basic  and 
advanced  selling? 

The  Recruiting  and  Retention  School  teaches  soldiers  the 
basics  of  selling.  The  sales  skills  are  the  standard.  This  is  easy 
for  the  instructors  to  evaluate  since  it  is  a controlled  (canned) 
interview.  The  instructors  know  the  entire  scenario  — the 
buying  motives  and  what  the  recruiting  student’s  reaction 
should  be  when  objections  surface,  et  cetera. 

The  recruiting  station  is  different  from  the  school  house. 
When  a station  commander,  trainer  or  recruiter  evaluates  an 
interview  he  doesn't  know  what  reaction  the  prospect  is  going 
to  have  to  the  idea  of  an  enlistment.  No  one  knows  what  type 
of  objection  is  going  to  surface.  Because  of  this,  there  isn't  a 
clear  line  for  when  you  should: 

■ establish  rapport  and  credibility 

■ determine  needs  and  interests 

■ determine  qualifications 

■ present  features  and  benefits 

■ close  and  handle  objections 

The  purpose  of  this  article  is  to  compare  basic  to  advanced 
selling.  Now  let’s  begin  by  reviewing  the  above  sales  skills. 

Mystery  and  Referral; 

Appeal  to  a need; 
Compliment;  Exhibit; 

Startling  statement; 

Idea;  Name;  Gift 
(MR  ACE  SING) 

Basic  selling  is 

MR  ACE  SING.  Advanced  sell- 
ing is  MR  ACE  SING  with  style! 

Establishing  rapport  and  credibility 

Most  recruiters  should  remember  the  acronym:  MR  ACE 
SING,  when  establishing  rapport  and  credibility.  This  is  an 
area  that  becomes  smoother  as  a recruiter  has  more  time  in  the 
command.  From  time  to  time,  seasoned  recruiters  should  make 
a deliberate  attempt  to  use  different  elements  of  MR  ACE 


SING  during  the  sales  interview.  This  will  verify  to  the  seasoned 
recruiter  that  he  or  she  is  using  all  of  the  assets  available  for 
establishing  and  maintaining  rapport.  The  new  recruiter  should 
concentrate  on  smoothing  out  the  different  elements  of  MR 
ACE  SING.  This  will  make  him  or  her  sound  more  relaxed  and 
professional.  Basic  selling  is  MR  ACE  SING.  Advanced  selling 
is  MR  ACE  SING  with  style. 

Determining  needs  and  interests 

As  a recruiter  stays  in  the  command,  this  is  one  of  the  areas 
that  they  stray  from  the  most.  The  recruiter  must  remember  to 
cover  each  area  of  Training,  Education,  Adventure,  Money, 
and  Service  to  Country  (TEAMS)  to  determine  what  is 
important  to  the  prospect.  If  a recruiter  asks,  “What  is  impor- 
tant to  you?,’’  without  using  TEAMS,  the  response  could  be 
anything  from  the  “parent”  answer  of  “college”  to  “I  don't 
know”  which  does  not  help  the  recruiter  determine  the 
prospect’s  buying  motive(s).  Worse  yet,  the  seasoned  recruiter 
assumes  the  buying  motive(s)  without  probing.  The  new 
recruiter  also  must  remember  to  cover  all  of  TEAMS,  but  more 
importantly,  practice  in  the  transition  from  one  area  to  the  next. 
Basic  selling  is  TEAMS.  Advanced  selling  is  TEAMS  that  is 
smooth  with  effective  listening  skills  and  prior  blueprinting. 

Determine  qualifications 

The  Recruiting  and  Retention  School  drills  recruiting 
students  to  ask  specific  questions  dealing  with  qualifications. 
The  student  will  fail  the  graded  interview  by  not  determining 
qualifications  correctly.  This  level  of  urgency  should  never 
leave  the  recruiter  even  during  advanced  sales.  A missed 
qualification  could  mean  having  to  wait  for  the  contract,  totally 
losing  the  contract  or  being  investigated  for  an  impropriety. 
Basic  and  advanced  selling  is  APPLESMDT  (Age,  Physical, 
Prior  service.  Law  violations.  Education,  Sole  survivor.  Marital 
status,  Dependents,  and  Testing). 

Presenting  features  and  benefits 

Out  of  all  the  selling  skills,  this  probably  has  the  biggest 
transformation  from  basic  to  advanced  selling.  Unfortunately 
many  seasoned  recruiters  get  so  far  away  from  the  basics  that  it 
is  not  effective.  Let’s  look  at  each  area  of  the  FEB  A: 

Fact:  Basic  selling  teaches  one  Army  program  (or 
fact)  that  relates  to  the  buying  motive  being 
discussed  (sell  the  #2  buying  motive  first).  Ad- 
vanced selling  seems  to  be  telling  the  prospect 
everything  about  the  Army  at  once.  Advanced 
sales  should  allow  the  recruiter  to  give  one  pro- 
gram, or  fact,  and  to  say  it  in  a way  that  sounds 
smooth,  professional  and  that  flows  into  the  next 
segment  of  the  FEBA. 

Evidence:  Basic  selling  is  using  an  RPI,  the  sales 
book  pictures  or  a multimedia  video  to  back  up  the 
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fact.  If,  during  advance  selling  the  recruiter  tells 
the  prospect  everything  about  the  Army,  then  the 
evidence  phase  is  going  to  take  a long  time  since 
we  must  back  up  each  fact  with  evidence.  Ad- 
vanced sales  should  be  knowing  how  much 
evidence  is  needed  to  back  up  the  program  (that’s 
one  fact)  given.  Advanced  sales  is  also  using  other 
media  to  back  up  the  fact  statement,  for  example, 
personal  testimony,  and  DEP/DTP  letters. 

Benefits:  Remember  the  What,  Why,  Why  taught 
at  the  Recruiting  and  Retention  School?  That’s 
basic  sales.  You  must  stress  the  benefit  over  the 
program,  since  this  is  what  is  in  it  for  the  prospect. 
Advanced  selling  is  too  often  assuming  that  the 
prospect  will  enlist  because  of  the  program.  The 
prospect  enlists  because  they  can  see  themselves 
benefiting  from  the  program.  Advanced  sales 
should  be  using  the  what,  why,  why  in  such  a way 
that  it  sounds  smooth  and  professional.  It  should 
also  flow  into  the  second  phase  of  this  segment, 
the  word  picture.  Buying  is  an  emotional  event, 
which  requires  emotional  stimulants.  A word 
picture  should  contain  these  emotional  stimulants. 

Seeing  yourself  working  as  a mechanic,  feeling  the 
grease  on  your  fingers,  smelling  the  gas  from  the 
motor,  are  stimulants  that  will  let  the  prospect 
experience  the  benefit  of  an  Army  enlistment. 

Advanced  sales  should  easily  place  the  prospect 
into  that  word  picture. 

Agreement:  Agreement  that  the  prospect  will 
benefit  from  the  Army  program  should  be  both 
basic  and  advanced  sales.  Too  often  the  advanced 
sales  will  not  include  the  agreement.  The  ad- 
vanced recruiter  will  attempt  to  close,  or  worse  yet, 
continue  selling  with  another  program.  Keep  in 
mind  the  agreement  gets  the  prospect  into  the 
“yes”  mode.  This  “yes”  mode  is  important  since  it 
leads  into  the  next  step. 

Close  and  Handle  Objections 

In  basic  sales  normally  there  is  either  a pause,  a breath,  or  an 
uncomfortable  break  as  the  new  recruiter  gets  ready  to  ask  the 
most  important  question,  “Will  you  join  the  Army?”  But  at 
least  most  new  recruiters  ask  the  question.  Seasoned  recruiters 
(often  unsuccessful)  too  often  will  use  questions  like:  “Well, 
what  do  you  think?,”  “Are  you  ready  to  process?,”  “When  do 
you  want  to  take  the  ASVAB?”,  or  something  that  dances 
around  “Will  you  join  the  Army?”  Or  worse  yet,  won’t  even 
ask  the  question  in  any  fashion.  Advanced  selling  is  being 
able  to  ask  the  question  at  the  right  time,  without  overselling, 
or  without  losing  rapport  by  scaring  the  prospect.  Advanced 
sales  is  knowing  the  different  types  of  closing  techniques: 
Single  question,  two  choice,  weighted,  etc.  and  using  the 
appropriate  close  at  the  appropriate  time. 

Handling  objections  is  another  area  that  can  never  be  over 
emphasized  for  the  basic  recruiter.  The  “obviously  you, 
restate,  just  suppose”  method  is  taught  to  the  recruiting 


student,  followed  up  with  either  the  “feel,  felt,  found”  method, 
or  presenting  another  FEBA  method  to  handle  the  objection. 
Basic  sales  is  rigid  and  methodical  since  the  new  recruiter 
wants  to  ensure  all  steps  of  this  are  covered.  Consider  this 
flow  chart  for  handling  objections: 


{ YES  ^ 


Feel,  Felt,  Found 


or 


FEBA 


The  recruiter  asks  what  is  the  reason  the  prospect  doesn’t 
want  to  join  the  Army.  The  recruiter  then  restates  the  objec- 
tion, word  for  word  to  verify  the  objection  and  to  give  the 
recruiter  time  to  think  of  a response  (if  it  is  a true  objection. 
The  recruiter  then  puts  the  objection  aside  with  “Just  sup- 
pose...” If  the  prospect  still  wouldn’t  enlist,  the  recruiter 
returns  to  “Obviously  you...”  to  find  the  real  objection.  If  the 
prospect  would  enlist,  the  recruiter  uses  either  “FFF”  or 
“FEBA”  to  handle  the  objection. 

Some  seasoned  recruiters  consider  this  method  “beneath" 
them  when  using  advanced  sales.  The  difference  between 
basic  and  advanced  should  only  be  the  wording.  The  basic 
recruiter  will  use  the  words  “Obviously  you,  just  suppose,  etc.” 
The  advanced  recruiter  should  use  the  exact  same  steps, 
however  the  wording  may  be  different.  Example:  “There  must 
be  something  that  is  stopping  you  from  enlisting,  can  you  tell 
me  what  it  is?”  (Obviously  you  ...) 

In  case  you  haven’t  noticed.  I’ve  been  using  the  same 
certain  words  over  and  over  again:  Smooth,  professional, 
flowing  and  relaxed.  I believe  this  is  the  key  between  basic 
and  advanced  sales.  It  isn’t  getting  so  far  away  from  the  basics 
that  it’s  unrecognizable.  Advanced  sales  is  taking  the  basics, 
and  making  it  a part  of  your  personality.  When  someone 
evaluates  your  sales  presentation,  whether  salesbook  or 
multimedia  they  may  not  be  able  to  discern  each  step  of  the 
sales  cycle  as  it  is  occuring.  But  after  the  evaluator  looks  back 
over  the  interview,  they  should  be  able  to  say,  “That  was  the 
needs  and  interest,  that  was  the  FEBA  ...”  and  so  on. 

Stick  to  the  basics;  add  your  personality;  recruit  with 
integrity...  Mission  box! 
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R Total 

Army 

Involvement  in 
Recruiting 


By  Tom  Tiernan,  USAREC  Promotional  Program  Manager 


run  with  deadly  accuracy. 


4 6 What  we 


What’s  the  first  image  that  pops  into  your 
head  whenever  someone  says  the  word,  “Army?”  If 
you’re  like  most  Americans  the  first  image  in  your 
head  is  that  of  a tired  and  muddy  soldier  trudging 
through  the  rain.  No  wonder  it’s  so  doggone  hard  to 
recruit.  Why  would  anyone  want  to  join  such  a low- 
tech  organization?  How  can  you  be  expected  to  sell 
someone  on  something  that  isn’t  necessarily  very 
appealing  to  you? 

Shake  that  image 

If  you're  a recruiter,  the  first  thing  you  have  to  do  is  shake 
that  image.  Behind  that  infantry  soldier  out  on  patrol  or  the 
armor  crewman  preparing  to  send  another  round  down  range 
are  thousands  of  other  soldiers  employing  high-tech  equip- 
ment to  help  them  fight  and  win  on  today’s  and  tomorrow’s 
battlefields. 

In  fact,  if  you  take  a peek  in  the  infantryman’s  rucksack, 
you’re  likely  to  find  a pair  of  night  vision  goggles  or  a global 
positioning  system.  Inside  the  turret  of  that  tank  you'll  find 
the  world’s  most  sophisticated  computer  system  that  allows 
that  big  bad  boy  to  move  and  shoot  on  the 


So,  how  do  recruiters  change  that  low-tech  image  of  the 
Army  that’s  in  their  own  minds  and  those  of  prospects,  parents 
and  influences?  It’s  as  easy  as  calling  the  battalion  Advertis- 
ing and  Public  Affairs  (A&PA)  Office  and  requesting  a 
military  occupational  skill  (MOS)  team  available  through  the 
Total  Army  Involvement  in  Recruiting  (TAIR)  program. 

TAIR  brings  the  Army  to  the  prospect 

The  TAIR  program  is  designed  to  help  recruiters  to  take  our 
product  — the  Army  — to  the  prospect.  In  classrooms, 
auditoriums,  and  gymnasiums  recruiters  can  show  prospects 
and  their  influences  the  wide  variety  of  unique  and  high-tech 
training  opportunities  available  in  the  Army.  Even  the  Army’s 
traditional  skills,  the  combat  arms,  are  rich  in  technology. 
Today’s  fighting  force  is  armed  with  high-tech  equipment 
such  as  night  vision  goggles  and  global  positioning  systems 
that  are  impressive  to  many  young  people. 

“What  we  want  to  do  is  to  get  MOS  skill  teams  with  high- 
tech  exportable  equipment  into  high  schools  so  that  prospects 
can  interact  with  the  soldiers  and  their  equipment.  Many  of 
these  teams  are  using  computer  technology  that  can  be  carried 
into  the  classroom  and  applied  to  the  lessons  being  taught 
there,  “ explained  Major  Gay  Cochran,  Chief  of  the  Local 


want  to  do  is 
to  get  MOS 
skill  teams 
with  high-tech 


equipment 


into  high 
schools  ... 


The  Global  Positioning  System  (GPS)  is  one  example  of  today's  high-tech 
equipment.  The  GPS  was  demonstrated  by  a TAIR  team  member  at  the 
18th  Annual  Wings  of  Eagles  Airshow,  Elmira-Corning  Regional  Airport, 
N.Y.  (Photo  by  Glenna  Linville,  1st  Brigade,  Advertising  and  Public  Affairs) 
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Advertising  and  Promotions  Division. 

“We  also  want  to  let  people  know  that  we  also  offer 
training  in  skills  not  normally  associated  with  the  Army. 
Recruiters  can  get  teams  and  tailor  them  to  their  schools  and 
the  classes  they  offer.” 

High-tech  found  in  many  career  fields 

Some  of  the  MOSs  and  career  fields  that  offer  high-tech 
training  or  can  bring  high-tech  equipment  into  the  classroom 
include: 


ADA  System  Maintenance 

Aircraft  Powerplant  Repairer 

Aircraft  Electrician 

Automated  Fire  Support  Specialist 

Automated  Logistical  Specialist 

Avenger  Crewmember 

Avionics  Mechanic 

Cannon  Fire  Direction 

Cartographer 

Dental 

Diver 

Electronic  Maintenance  and 
Calibration 


Electronic  Warfare/Intercept 
Systems  Maintenance 
Fuel  and  Electrical  Systems 
Repair 
Infantry 
Medical 

Personnel  Management 
Specialist  (SIDPERS) 
Signal  Operations 
Terrain  Analyst 
Topographic  Analyst 
Turret  Mechanic 


This  list  is  not  all-inclusive.  It  is  provided  to  show  the 
scope  of  high-tech  opportunities  available.  In  addition  to  these 
high-tech  skills,  the  Army  also  offers  training  in  other  not  so 
well  known  areas  that  may  be  used  in  selected  classes.  One  of 
the  most  unusual  and  probably  least  considered  is  mortuary 
affairs.  Because  of  its  sombre  nature,  we  tend  to  overlook  it  as 
having  any  value.  But  soldiers  in  this  career  field  are  trained  to 
use  modern  forensic  techniques  to  identify  the  deceased.  This 
occupation  may  be  of  interest  to  students  taking  anatomy 
classes. 

Another  unique  skill  appropriate  for  science  classes  is  water 
treatment  specialist.  Soldiers  in  this  MOS  are  trained  to  test 
and  purify  water.  Using  reverse  osmosis,  these  soldiers  are 
able  to  make  undrinkable  water  (including  salt  water)  drink- 
able. 

FY  97  TAIR  events  resulted  in  26,000  leads 

During  FY  97,  TAIR  events  generated  more  than  26,000 
leads.  Among  the  most  productive  were  linguists,  medical 
personnel,  food  service,  and  military  police.  In  addition  to 
MOS  skill  teams,  TAIR  support  can  also  come  from  bands, 
demonstration  units  such  as  the  Army  Drill  Team,  the  World 
Class  Athlete  and  Army  Marksmanship  Unit.  These  assets  can 
also  be  requested  through  your  battalion  A&PA  shop. 

With  the  new  fiscal  and  school  year  just  underway,  the 
proper  use  of  TAIR  assets  can  help  recruiters: 

• Take  the  product  to  the  market. 

• Show  the  Army  as  a high-tech  service. 

• Saturate  schools. 

• Generate  leads. 

• Put’em  in  boots. 


The  Army's  Navy  supports  TAIR 

Story  and  photo  by  William  T.  Pearce,  Seattle  Battalion  Advertis- 
ing and  Public  Affairs 

Puget  Sound  — bright  sunlight  glints  off  blue  waters  on  this 
early  morning.  The  only  noise  to  disturb  this  peaceful  scene  is 
the  roar  of  diesel  engines.  Three  Heavy  Expanded  Mobility 
Tactical  Trucks  (HEMTTs)  from  the  296th  Forward  Support 
Battalion,  Fort  Lewis,  Wash.,  are  moving  toward  the  beach. 

The  Fort  Lewis  soldiers  climbed  down  from  their  HEMTTs 
to  watch  an  amazing  sight  — gliding  quietly  across  the  water 
toward  the  beach  was  an  armada  of  boats.  The  landing  craft  are 
from  the  US  Army  Reserve’s  385th  Transportation  Battalion, 
and  there  wasn’t  a sailor  in  sight. 

SFC  Steve  Woodside,  station  commander,  and  SSG  Timm, 
Oak  Harbor  Recruiting  Station,  wanted  an  Army  display  at  the 
annual  air  show  on  Whidbey  Island  Naval  Air  Station. 
Woodside  called  the  Seattle  Battalion  A&PA  office  to  arrange 
a TAIR  event  that  would  put  the  Army  on  the  map  in  a big 
way. 

To  support  the  big  TAIR  event  it  was  necessary  to  find  a 
way  to  get  to  the  show,  which  was  some  150  miles  from  Fort 
Lewis.  Movement  by  road  of  so  much  heavy  equipment  was 
out  of  the  question  and  there  were  no  rail  links  to  the  island. 
The  boats  were  on  hand  to  transport  the  Army’s  display. 

As  a bright  morning  dawned  over  the  Whidbey  Island 
Naval  Air  Station  on  that  morning,  the  support  provided  to 
USAREC’s  TAIR  program  by  I Corps,  Fort  Lewis,  and  by  the 
70th  Reserve  Support  Command  was  displayed  on  the  flight 
line.  Thousands  of  people  visited  the  equipment  and  talked  to 
the  troops. 


And  at  the  end  of  the  long  runway,  the  Army’s  Navy 
greeted  visitors  with  the  national  colors  snapping  in  the  wind 
and  gleaming  black  and  gold  stickers  that  said  it  all,  "SAIL 


ARMY!” 


USAR  landing  craft  loaded  with  equipment  to  support 
the  Seattle  Battalion's  TAIR  event. 
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Avenger  crew  "locks"  on  to  airshow 


Story  and  photo  by  Glenna  Linville,  1st  Recruiting  Brigade, 
Advertising  and  Public  Affairs 

An  Avenger  crew  supports  local  recruiters  in 
“telling  the  Army  story”  at  the  1 8th  annual  Wings  of 
Eagles  Air  Show  in  upstate  New  York. 

You  couldn’t  miss  the  Army’s  exhibit  as  it  sat  directly  in 
front  of  one  of  the  main  entrances  just  off  the  runway.  Draped 
in  camouflaged  netting,  local  recruiters  from  the  Horseheads 
and  Corning  Recruiting  Stations  set  up  a GP  medium  tent, 
brought  in  an  M984  50,900-pound  Heavy  Expanded  Mobility 
Tactical  Truck  (HEMTT)  wrecker  used  for  wheeled  vehicle 
recovery,  set  up  table  displays  with  Meals  Ready  to  Eat 
(MREs),  helmets,  dummy  M-16  rifles  and  an  AT4  rocket 
launcher,  and  parked  right  up  front  was  the  Avenger  System 
from  Battery  C,  362nd  Air  Defense  Artillery,  10th  Mountain 
Division,  Fort  Drum,  N.Y. 

Showcasing  the  Army 

Equipped  with  one  M998  ballistic  High  Mobility  Multipur- 
pose Wheeled  Vehicle  (HMMWV)  (better  known  to  soldiers 
and  young  adults  as  a “Hummer”  or  “Humvee”),  one  precision 
light  weight  global  positioning  system  and  one  simplified 
hand-held  terminal  unit  for  target  detection  and  tracking,  SSG 
Matthew  Dryer,  SPC  Jarrod  Byrd  and  PFC  Danny  Fernandez, 
demonstrated  equipment,  assisted  visitors  with  hands-on 
simulation  training,  and  rotated  answering  general  questions 
about  the  Avenger  and  life  as  an  Army  soldier. 


Jim  (left)  and  Caleb  Gore,  Ulster,  Pa.,  and  SPC  Jarrod 
Byrd,  Battery  C,  362nd  ADA,  10th  Mountain  Division, 
Fort  Drum,  N.Y.  (right).  Caleb  gets  a hands-on 
experience  with  the  Avenger  remote  control  unit. 


“Our  primary  mission  is  to  provide  short-range  air  defense 
for  infantry  battalions  or  companies  so  they  can  do  their 
mission  without  threat  of  aircraft,”  said  Dryer,  a platoon 
sergeant  in  charge  of  13  men  and  six  Stinger  teams  at  Fort 
Dmm. 

The  Avenger  team  consists  of  two  men:  a team  chief,  usually 
a sergeant  (E-5)  and  a gunner  that  is  specialist  (E-4)  or  below. 

The  Avenger  system  is  a lightweight,  highly  mobile,  and 
transportable  surface-to-air  missile/gun  weapon  system 
mounted  on  a HMMWV.  Signs  posted  in  front  of  the  vehicle 
outlined  its  primary  characteristics: 

■ one  50-caliber  machine  gun  for  self-defense 

■ operates  in  day,  night  or  adverse  weather  conditions 

■ integrated  sensors  and  fire  control 

■ shoots  on  the  move 

Visitors  were  able  to  simulate  firing  the  Stinger  missile 
through  the  Avenger’s  remote  control  unit,  a Stinger  missile- 
training simulator,  and  through  their  own  imagination  while 
holding  a dummy  36-pound  stinger  missile  on  their  shoulder. 
Young  and  old  stepped  up  to  equipment  and  set  their  sites  on 
aircraft  parked  on  the  tarmac,  the  crowd,  other  exhibits  and 
aircraft  flying  overhead.  Most  visitors  likened  the  simulator 
and  remote  control  unit  to  a high-tech  video  game. 

Impact  on  local  recruiting  efforts 

“I  think  we  will  be  successful,”  said  CPT  Chris  J.  Konicki, 
Olean  Recruiting  Company  Commander,  as  he  talked  about  the 
impact  the  air  show  will  have  on  local  recruiting  efforts.  “The 
airshow  means  a lot  of  prospecting  and  a chance  to  tell  the 
Army  story.  As  you  look  around  here,  we  have  the  Avenger,  we 
have  the  Stinger  and  we  have  a HEMMT  wrecker.  People  are 
coming  by  and  they  are  interested.  They  want  to  see  what  we 
are  all  about  as  soldiers.  I appreciate  telling  the  story,  because  I 
love  being  in  the  Army.” 

And  SFC  Matt  Doucett,  Horseheads  Recruiting  Station 
Commander,  agrees.  “We  expect  100,000  visitors  to  the 
airshow,”  he  said.  “We  hope  to  get  40-50,000  or  more  visit  our 
exhibit.  We  are  set  up  by  a main  gate,  so  most  individuals  will 
stop  by  before  moving  on  to  other  exhibits.  If  they  don’t  stop 
and  talk  long,  they  will  stop  and  get  an  Army  green  bag 
(marked  in  white  letters  BE  ALL  YOU  CAN  BE)  and  continue 
on  to  the  other  exhibits.”  Doucett  has  1 1 recruiters  poised  and 
ready  to  handle  the  crowd. 

Final  Tally 

At  the  end  of  three  days,  more  than  200  lead  cards  were 
filled  out  by  visitors  expressing  interest  in  Army  programs  and 
opportunities.  Local  Army  recruiters  are  already  busy  conduct- 
ing appointments  with  70  target  age  individuals  and  looking 
for  their  first  enlistment  contract  as  a result  of  their  weekend 
efforts.  Tv 
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Meet  America's 
Army 


Armor  M1A1/A2  Tank  Commander 

Staff  Sergeants  Wesley  Rhea  and  Lorenzo  Jackson 

Monday,  November  3,  1997 


Sponsored  by  Sergeants  First  Class  Brown  and  Endrulat 
Your  Local  U.S.  Army  Recruiter 
U.S.  Army  Recruiting  Station,  Union,  Missouri 
(314)  583-8452 


HELICOPTER  REPAIR 

101st  Airborne  Division  (Air  Assault) 

Fort  Campbell,  Kentucky 


TEAM 


America's 

ARMY 

Courtesy  Your  Local 

St  Peters  Recruiters 


For  more  information  on  how  you  can 
"BE  ALL  YOU  CAN  BE"  call  (314)  279-2050  or  1-800-USA-ARMY 
Total  Army  Involvement  in  Recruiting  (TAIR) 


SEPTEMBER  27,  1996 


Promoting  TAIR 
helps  students 
meet  America's 
Army 

By  Ann  Bild,  St.  Louis  Recruiting  Battalion 
Advertising  and  Public  Affairs 

Promoting  Total  Army  Involvement  in  Recruiting 
(TAIR)  is  essential  for  success  — and  TAIR  promotion 
starts  with  educating  the  field  force,  according  to  Bill 
Grimes,  St.  Louis  Battalion’s  TAIR  manager.  Grimes 
feels  that  the  more  a recruiter  knows  about  a TAIR 
event  and  the  more  information  he  or  she  is  given  early 
on  about  the  team,  the  better  that  recruiter  can  “sell”  the 
event  to  the  school. 

To  promote  events  in  the  St.  Louis  Recruiting  Battalion.  Grimes 
puts  together  a brochure  on  each  frequently  requested  TAIR  MOS 
skill  team.  A typical  brochure  features  background  about  the  MOS 
or  career  field,  scanned  photos  of  similar  TAIR  teams  in  local  high 
schools,  and  information  about  the  applicable  military  installation. 

These  brochures  are  provided  to  recruiters  who  will  place  the 
team.  "It  works  well,”  said  Grimes.  "Recruiters  feel  more  com- 
fortable with  the  information  all  in  one  package.  The  booklet  can 
be  used  by  the  recruiter  and  he  can  also  pass  it  on  to  the  school. 
Everybody  is  reading  off  the  same  sheet  of  music  and  has  the  same 
expectations  of  the  end  result.  Bottom  line,  teams  are  placed  in 
hard  to  penetrate  priority  schools  and  they’re  used  more  fully  once 
they  are  in  the  school.” 

Once  a team  is  placed  in  the  school,  the  second  phase  of  the 
promotion  program  kicks  in.  Grimes  produces  flyers  (see  Figures 
land  2)  to  announce  the  team's  visit.  The  flyers  are  localized  with 
the  school  location,  as  well  as  the  date  and  time  that  the  team  will 
be  there.  The  local  Army  recruiter’s  name  and  phone  number  is 
always  added  as  the  sponsor. 

All  the  flyers  and  promotional  materials,  according  to  Grimes, 
are  linked  together  under  one  umbrella  slogan:  TAIR  — Meet 
America’s  Army.  Grimes  stated,  “We  think  the  descriptive  slogan 
works  well  for  TAIR,  and  it  also  meshes  with  the  USAREC 
catchline  ‘Recruiting  for  America’s  Army.’  ” 

Phase  three  of  the  TAIR  promotions  program  is  informing  the 
media,  either  through  news  release  or  media  advisory.  Local 
journalists  are  invited  to  meet  America’s  Army  at  the  local  high 
school  and  are  offered  generous  portions  of  time  to  interview  the 
TAIR  team  and  the  recruiter. 

“The  whole  concept  of  TAIR  offers  a great  news  peg  — young 
articulate  soldiers  with  interesting  jobs  talking  to  local  high  school 
students.  There's  a lot  of  interest  in  that  kind  of  story,  if  it’s 
promoted  correctly.”  25 
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Soldier  is  close  to  achieving  dream 

(Editor's  note:  This  feature  was  used  in  a TAIR  flyer  in  both 
English  and  Spanish.  This  has  helped  recruiters  promote  the 
Army  in  the  Hispanic  communities  throughout  the  Kansas  City 
Battalion.) 

Story  and  photo  by  Julia  Bobick,  Kansas  City  Battalion 
Advertising  and  Public  Affairs 

There  is  definitely  a world  of  opportunities  avail- 
able in  the  Army.  There  are  opportunities  some  young 
athletes  only  dream  about  - like  becoming  a world  class 
wrestler  with  a chance  to  make  the  US  Olympic  team. 

“It’s  like  a dream  of  the  Olympics,  and  I never  thought  it 
would  be  this  close,”  said  Army  Spc.  Michel  Santos,  a member 
of  the  Army’s  World  Class  Athlete  Program  Wrestling  Team. 

Santos,  who  lives  and  breathes  wrestling  in  his  current 
assignment  on  the  WCAP  team  at  Fort  Carson,  Co.,  is  a trained 
track  vehicle  mechanic,  which  he  said  he  likes. 

He  was  an  Army  mechanic  for  about  a year  when  he  decided 
to  try  out  for  the  team.  “I  thought  it  was  out  of  my  reach,”  he 
said.  “But  when  I started  training  hard,  I got  to  their  level,  and 
here  I am.” 

Santos,  who  was  born  in  Cuba,  has  been  studying  Judo 
since  he  was  about  four  years  old  and  started  wrestling  in  high 
school.  He  decided  to  try  the  Army  after  high  school  to  learn 
more  about  mechanics,  which  he  likes,  and  to  take  care  of  his 
wife  and  daughter. 

“Now  my  main  goal  is  training  for  the  2000  Olympics  or 
[being]  as  close  as  I can  get,”  Santos  said. 

It’s  a long  process,  but  Santos  said  it’s  worth  it.  He  said  he 


and  his  wrestling  teammates  attend  intense  practices  ever)'  day. 

They  work  hard  to  improve  their  mental  and  physical  fitness 
level,  and  also  take  college  classes. 

Santos  said  because  of  military  training  and  continuing 
education  while  he’s  been  on  the  team,  he  is  only  about  20 
credits  away 
from  his  degree 
in  mechanics. 

During  the 
off  season,  the 
team  travels  in 
small  groups  to 
share  their 
experiences, 
life  stories  and 
goals  with 
youngsters 
across  the 
country  — 
something 
Santos  said  he 
loves  doing. 

“It’s  a way 
of  teaching 
[the  kids] 
what  you 
wish  you 
would  have  learned  at  their  age.” 

Santos  said  he  likes  sharing  his  experiences  and  successes 
in  the  Army,  because  the  Army  is  helping  him  reach  his  dreams, 
just  as  it  could  for  others.  jPy 


WCAP  wrestler  SPC  Michel  Santos 
shares  his  Army  experiences  during  a 
wrestling  clinic  at  Ottawa  High  School 
(Kan.)  in  July. 


Army  shooters  can  provide  on  target  help  to  recruiters 


Kimberly  Kolb,  AMU  pistol  team  member, 
discusses  firing  postures  with  a Michigan 
resident  during  a free  markmanship  skill  clinic. 


Story  and  photo  by  Michele  M.  Moore , Great  Lakes  Battalion 
Advertising  and  Public  Affairs 

With  over  60  soldiers  participating  in  competitions  world-wide,  the 
US  Army  Marksmanship  Unit  (USAMU)  provides  positive 
community  relations  benefits. 

USAMU  members  (Fort  Benning,  Ga.)  can  also  provide  direct  assis- 
tance to  Army  recruiters.  The  soldiers  of  USAMU  are  drawn  from  all  MOSs 
and  are  available  for  Total  Army  Involvement  in  Recruiting  events.  Since  all 
team  members  have  attended  an  instructor  training  course,  they’re  comfort- 
able speaking  in  front  of  large  groups  and  are  confident  discussing  Army 
life  and  benefits,  as  well  as  their  USAMU  experiences. 

Although  firearms  are  not  allowed  in  schools  (USAREC  Regulation  60 1 - 
85),  the  team  can  bring  in  a computerized  marksmanship  simulator,  video- 
tapes, laptop  computer  projection  slides,  and  action  photograph  props  to 
enhance  their  classroom  presentation. 

All  requests  for  TAIR  are  routed  through  USAREC’s  TAIR  coordinator. 
For  more  information  on  USAMU  activities,  visit  the  team’s  web  site  at 
www.usamu.org.  -Sv 
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When  the  Old 
Guard  comes 
marching  in  ... 

Story  by  Carol  Gaskill,  Southern  California  Battalion  Advertising 
and  Public  Affairs 

With  heels  clicking  and  bayonets  flashing,  the  25- 
member  US  Army  Drill  Team  (USADT)  travels  through- 
out the  country  supporting  Army  recruiting. 

This  elite  precision  marching  and  rifle  exhibition  team  is  also 
known  as  The  Old  Guard.  They  were  organized  to  support  the 
3rd  US  Infantry  ceremonial  commitments,  and  have  thrilled 
millions  of  youngsters  and  proud  Americans  for  more  than  25 
years  with  their  daring  and  complex  performances. 

Advanced  planning  and  coordination  have  brought  their 
recruiting  support  tours  West  to  both  the  Los  Angeles  and 
Southern  California  Recruiting  battalions  where  they  have 
performed  before  packed  houses  of  high  school  students, 
parents,  educators,  and  community  members. 

For  anyone  who  has  never  witnessed  the  US  Army  Drill 
Team  in  action,  the  demonstration  is  more  than  the  usual  color 
guard  ceremony.  Their  25-minute  drill  is  designed  to  show  over 
1,000  movements  all  conducted  without  specific  orders.  The 
drill  includes  intricate  marching  in  all  directions  where  the 
weapons  are  used  in  spinning,  spiraling,  spectacular  and 
dangerous  maneuvers.  In  one  such  maneuver  dubbed  “Daring, 
front-to-rear  overhead  rifle  toss,”  four  soldiers  march  forward 
and  throw  their  spinning,  10-pound,  bayonet  fixed  rifles  into 
the  air.  After  doing  two  revolutions  15  feet  in  the  air  and  15  feet 
to  the  rear,  four  soldiers  in  the  back  catch  the  revolving 
weapons  one-handed  in  a true  demonstration  of  courage  and 
concentration.  In  most  cases  the  revolution  of  the  rifle  ends  as 
the  bayonet  arcs  just  past  the  soldiers’  right  ear. 

Due  to  the  physical  demands  of  the  drills  and  related 
rehearsals,  the  US  Army  Drill  Team  generally  does  not  perform 
more  than  two  drill  performances  per  day.  Following  each  high 
school  performance  students  are  invited  to  meet  team  members 
and  actively  encouraged  to  ask  questions  about  the  drill  team 
and  the  Army.  A typical  day  for  the  US  Army  Drill  Team  is  12 
hours,  which  includes  personal  hygiene  in  the  morning,  meals, 
performances,  an  afteraction  review,  practice  at  the  end  of  the 
day,  and  preparation  of  uniforms  for  the  next  day. 

The  US  Army  Drill  Team,  one  of  the  3rd  US  Infantry’s 


Junior  ROTC  students  pay  close  attention  to  soldiers 
from  the  Old  Guard  Drill  Team  following  their 
performance  at  Loara  High  School  (Anaheim).  The  team 
discussed  their  Army  experiences  with  the  student 
assembly  after  their  precision  drill  demonstration.  (Photo 
by  Stan  Cordell,  Southern  California  Battalion  Advertising 
and  Public  Affairs) 

renowned  specialty  units,  has  earned  international  acclaim 
through  its  breathtaking  routines  with  bayonet-tipped  rifles. 
Decked  out  in  dress  blue  uniforms  and  1903  Springfield 
carbines  with  fixed,  razor-sharp  bayonets,  the  Fort  Myer  drill 
team,  often  referred  to  as  “the  President's  Own,”  is  the  official 
“Army  honor  guard  and  escort  for  the  President.”  For  The  Old 
Guard,  appearances  are  everything  — its  distinctive  blue 
uniforms  are  a familiar  sight  as  the  team  conducts  military 
ceremonies  and  maintains  a 24-hour  vigil  at  the  Tomb  of  the 
Unknown  Soldier. 

For  both  the  Los  Angeles  and  Southern  California  Recruit- 
ing battalions  their  impressive  appearances  have  left  a real 
imprint  on  the  young  people  attending  each  performance,  and 
each  realized  invaluable  publicity  and  market  penetration 
because  of  their  outstanding  recruiting  support.  “.. 

(Editor’s  note:  The  Old  Guard  Fife  and  Drum  Corps  is 
another  source  for  TAIR  support.  There  are  24  bandmembers; 
the  unit  can  break  up  into  two  groups  and  perform  at  four 
high  schools  a day. 

The  bandmembers  wear  military  uniforms  from  the  colonial 
period.  Their  uniforms  could  be  the  source  for  reaching  the 
Army  recruiter’s  high  school  history  classes. 

Every  year  the  Fife  and  Drum  Corps  performs  hundreds  of 
ceremonies  in  Washington,  D.C.  and  White  House  events. 

To  request  the  US  Army  Drill  Team  or  the  Fife  and  Drum 
Corps  contact  your  battalion ’s  advertising  and  public  affairs 
office.) 
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Free  performances 


SPC  Georgette  Paulycarpe  executes  a flying  leap  at  the  end  of  her  dance  solo  in  the 
US  Army  Soldier  Show.  (Photo  by  Bill  Parsons  IV,  Community  and  Family  Support 
Command  Public  Affairs  Office) 


By  Tom  Tier  nan,  USAREC 
Promotional  Program  Manager 

lljjfll  down  a free  gift? 

Ridiculous  you  say?  Each  year 
recruiters  fail  to  take  advantage 
of  free  performances  by  several 
Army  units.  Why?  Because 
they’re  not  lead  generating. 

Yes,  tours  by  the  Army  Field 
Band,  the  Soldier  Show  and  the 
Army  Concert  Series  may  not  be 
great  lead  generators,  however,  they 
are  great  awareness  builders.  They 
portray  another  side  of  Army  life 
that  can  have  impact  upon  pros- 
pects, members  of  the  Delayed  Entry 
Program,  and  Centers  of  Influence. 

In  addition,  they  can  be  just  plain 
fun  for  recruiters  and  their  families. 

The  US  Army  Field  Band 
(USAFB),  Soldiers'  Chorus,  and  Jazz  Ambassadors  conduct 
several  tours  each  year  to  various  parts  of  the  country  as  set  by 
DoD. 

The  Field  Band  and  the  Soldiers’  Chorus  perform  a variety  of 
music  from  traditional  military  marches  to  classical  music  and 
show  tunes. 

As  their  name  implies,  the  Jazz  Ambassadors  rattle  the 
rafters  with  outstanding  jazz  music.  At  all  their  concerts  the 
USAFB  and  Jazz  Ambassadors  introduce  recruiters  to  those  in 
attendance  and  will  recognize  those  DEPs  attending.  Although 
the  crowd  often  may  not  be  in  our  target  market,  the  exposure 
for  the  local  recruiter  can  be  extremely  helpful  in  developing 
new  centers  of  influence  as  well  as  cultivating  those  they’ve 
already  made. 

The  band  is  willing  to  participate  in  DEP  or  COI  functions 
before  or  after  its  concerts. 

Both  groups  also  conduct  clinics  in  high  schools  and 
colleges  along  their  route.  Recruiters  should  attend  these 
events  to  help  explain  Army  opportunities  and  to  make  new 
contacts  at  the  schools. 

Another  part  of  the  USAFB  is  its  contemporary  group,  the 
Volunteers.  The  “Vols”  specialize  in  performing  music 
currently  popular  among  all  segments  of  the  target  market. 

In  addition  to  performing  a summer  tour  targeted  at  places 
where  teens  can  be  found  they  also  tour  selected  schools  to 
support  the  recruiting  effort.  The  group  not  only  performs  but 
also  conducts  skill  clinics. 

The  Community  and  Family  Support  Command  sponsors  a 


series  of  events  which  recruiters  may  take  advantage  of  to 
support  their  recruiting  and  DEP  sustainment  efforts. 

The  Soldier  Show  travels  to  installations  across  the  country 
and  overseas  each  year  from  May  to  November.  While  their 
primary  focus  is  providing  entertainment  for  soldiers  by 
soldiers,  their  events  are  open  to  recruiters  to  conduct  pros- 
pect, DEP  and  COI  events. 

This  foot-tapping  program  features  music  popular  with  all 
age  groups.  It  is  upbeat  and  very  appealing  to  young  Ameri- 
cans. After  the  show,  the  soldier-performers  come  out  and 
greet  the  audience.  This  provides  recruiters  an  excellent 
opportunity  to  let  their  prospects,  DEPs  and  COIs  talk  with  the 
motivated  performers. 

Each  summer  CFSC  sponsors  a tour  of  military  installations 
by  popular  music  groups.  The  concerts  are  free;  they  are  a 
great  place  to  prospect  or  hold  DEP  functions.  Some  of  the 
performers  on  1998  schedule  included  Earth,  Wind  & Fire;  A.J. 
Jamal;  Peter  Frampton;  Eddie  Money;  Mark  Chestnutt;  David 
Kersh;  Lee  Ann  Womack;  Foreigner;  Edgar  Whittaker  Band, 
featuring  Rick  Derringer;  Collin  Raye;  Tracy  Byrd;  Lorrie 
Morgan;  David  Lee  Murphy;  Rhett  Atkins;  Dixie  Chicks;  the 
Commodores;  and  Sister  Sledge. 

Schedules  for  the  Field  Band,  Jazz  Ambassadors,  Volun- 
teers, Soldier  Show  and  Concert  Series  are  sent  to  the  battal- 
ions. 

They  say  music  calms  the  savage  beast.  For  recruiters  it  can 
generate  awareness,  help  develop  COIs,  help  keep  DEPs 
charged  up  about  their  decision  and  just  be  plain  good  fun. 
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LEADS  99 

An  increase  in 
functions 


By  CPT  Michelle  L.  Martin , USAREC  A&PA 


As  1998  draws  to  a close,  1999 
holds  a promise  for  exciting 
developments  with  the  Lead  Evaluation 
and  Distribution  System  (LEADS).  An 
upgrade  to  the  current  system,  called 
LEADS  99,  will  be  fielded  on 
January  4. 

The  current  LEADS  program  was  originally 
built  in  the  early  1980s,  using  available 
technology  to  replicate  the  paper  REACT 
system  in  an  electronic  form.  The  original 
system  only  tracked  regular  Army  leads  and 
contained  no  mechanism  for  feedback.  Since 
that  time,  additional  requirements  have  been 
placed  on  the  system,  such  as  tracking  the 
Army  Reserve,  AMEDD.  Special  Programs 
leads,  and  the  Closed  Loop  function  (added  in 
May  1997),  which  provides  feedback  from  the 
field.  Yet  even  though  additional  functions 
were  being  added  to  the  system,  it  was  never 
upgraded  with  updated  hardware  or  software. 
For  the  past  19  years,  the  system  has  basically 
been  patched  with  programming  bandages  to 


Photo  by  Gary  Bloomfeld,  Kansas  City  Battalion,  Advertising  and  Public 
Affairs 

In  LEADS  99,  the  entire 
LEADS  system  will  be 
changed  to  a “relational” 
database. 
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In  LEADS  99,  the  entire  LEADS  system  will  be  changed 
over  to  a relational  database.  This  change,  along  with  enhance- 
ments, will  allow  greater  functionality  within  the  system  and 
prepare  the  LEADS  system  for  its  merge  with  ARISS  in  the 
fall  of  1999. 

A design  change  for  “the  field” 

Most  of  the  changes  in  LEADS  99  deal  with  the  internal 
workings  of  the  system  and  will  be  transparent  to  recruiters  in 
the  field.  However,  one  change  was  designed  with  recruiters  in 
mind.  Part  of  the  increased  functionality  allows  for  collecting 
additional  information  about  prospects.  Additional  data,  such 
as  e-mail  addresses,  alternate  phone  numbers,  and  best  time  to 
call  will  be  captured  and  passed  to  recruiters  on  the  lead 
message  as  a way  of  trying  to  make  follow-up  contact  as  easy 
as  possible.  For  AMEDD  leads,  additional  information  about 
education  and  licensing  will  be  captured. 

...  when  LEADS 
99  finally  merges 
with  ARISS  — 
the  weekly 
Closed  Loop 
reports  will  end 

The  LEADS  messages  and  weekly  reports  will  basically 
look  the  same,  except  for  the  additional  information  provided. 
However,  when  LEADS  99  finally  merges  with  ARISS  later  in 
the  year,  the  requirement  for  weekly  Closed  Loop  reports  will 
end  because  updated  dispositions  will  be  stored  in  the  ARISS 
database. 

A decrease  in  recruiter  workload 

Another  improvement  to  the  system  that  should  decrease 
recruiter  workload  is  the  distribution  hierarchy.  Until  now,  the 
LEADS  program  could  not  accommodate  multiple  databases 
and  merely  distributed  leads  based  on  the  zip  code  database  for 
Regular  Army.  This  distribution  scheme  placed  an  additional 
burden  on  recruiters  to  transfer  Army  Reserve  leads  to  the 
appropriate  station  if  an  Army  Reserve  recruiter  was  not 
assigned  to  their  recruiting  station.  The  LEADS  99  program 
will  have  all  three  zip  code  databases  built  in  (Regular  Army, 
Army  Reserve,  and  AMEDD)  and  will  distribute  leads  based 


on  the  interest  expressed  by  the  prospect. 

Improved  service  to  prospects 

Other  enhancements  being  built  into  the  system  allow  for 
improved  service  when  responding  to  prospects,  better 
information  sharing  between  management  levels  within  the 
command,  and  greater  research  capabilities  within  the  data- 
base. 

In  an  effort  to  respond  to  prospects  seeking  additional 
information  in  a way  that  is  appealing,  the  LEADS  99  system 
will  have  customized  fulfillment.  Instead  of  every  lead 
receiving  the  same  cookie-cutter  letter,  prospects  will  now 
receive  a letter  that  speaks  specifically  to  them  based  on  the 
interests  and  programs  they  addressed  in  their  response. 
Fulfillment  letters  will  be  built  paragraph  by  paragraph  to 
address  money  for  college,  skill  training,  or  the  Loan  Repay- 
ment Program  depending  on  what  the  prospect  said  he  was 
interested  in  hearing  more  about.  This  type  of  customized 
fulfillment  should  make  prospects  more  responsive  to  follow- 
up contact  by  a recruiter. 

Another  advantage  to  the  relational  database  being  used  for 
LEADS  99  is  the  built-in  query  capabilities.  Until  now,  any 
information  desired  by  the  headquarters,  brigades,  or  battalions 
that  wasn’t  part  of  standard  reports  had  to  be  requested  from 
the  LEADS  programmers.  They  would  then  have  to  write  and 
run  a special  program  to  scan  the  system  and  extract  the 
information.  The  LEADS  99  program  will  allow  system 
management  personnel  at  all  levels  to  query  the  database  for 
whatever  information  is  needed.  No  special  phone  calls  or 
programming  will  be  required. 

LEADS  99  in  step  with  civilian  companies 

Finally,  the  LEADS  99  program  will  allow  Recruiting 
Command  to  keep  pace  with  civilian  companies  by  truly  doing 
database  marketing.  The  current  LEADS  system  does  not 
provide  a historical  record  of  prospects  contacted.  It  merely 
captures  the  name  and  pertinent  data  if  and  when  the  prospect 
responds.  The  LEADS  99  program  will  maintain  a historical 
file  on  the  majority  of  the  prospects  we  mail  to  so  we  can  track 
the  number  of  times  he  was  contacted,  if  he  ever  responded, 
and  ultimately  whether  or  not  he  contracted. 

This  type  of  historical  data  will  allow  Advertising  and 
Public  Affairs  to  research  how  many  times  it  must  contact  the 
target  market  before  receiving  a positive  response,  and 
ultimately,  a contract.  This  information  will  help  Advertising 
and  Public  Affairs  to  further  tailor  its  direct  marketing  pro- 
gram and  the  messaging  used  on  various  audiences,  thereby 
increasing  the  number  of  positive  responses  to  the  Army's 
marketing  efforts. 

Programming  for  LEADS  99  is  currently  underway.  It 
should  be  completed  by  the  end  of  November,  and  the  system 
will  undergo  a month  of  testing  before  its  fielding  in  January 
1999.  If  you  have  questions  or  would  like  additional  informa- 
tion about  the  LEADS  99  program,  contact  MAJ  Michael 
Shepherd,  at  (502)  626-0143,  or  Mr.  Gary  McFadden,  at  (502) 
626-0173. 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are 
better  off  to  participate  in  change  and  to  help  shape  it 
than  to  be  dragged  along  by  change.  You  can  help  shape 
the  future  and  make  it  better.  You  know  your  job  better 
than  anyone.  What  are  your  ideas  for  improving  opera- 
tions? Share  them  on  the  space  below  and  mail  this 
according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support  staff, 
and  family  members  are  encouraged  to  use  this  space  to 
voice  ideas  and  concerns.  If  you  desire  a direct  response 
to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  not  required. 


Dear  Chief  of  Staff: 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  directly 

accomplish  more  than  working  as  individuals.  Share  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 

your  vision  for  the  future  of  the  US  Army  Recruiting 

HQ  USAREC  Fm  1825,  Rev  1 May  98  (Previous  editions  are  obsolete) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OFTHE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  401  21  -9972 


Obtaining  student  recruiting  information 


It's  easier  than  you  think 

By  Joe  Stephenson,  Southern  California  Battalion  Education 
Services  Specialist 

There  are  at  least  two  schools  of  thought  when  it 
comes  to  the  formidable  task  of  obtaining  college 
lists.  One  says,  “It’s  not  my  job”  and  subsequently 
identifies  the  person  whose  role  it  should  be.  The 
second  says,  “This  would  be  a great  asset  to  get  into 
the  hands  of  a recruiter”  and  aggressively  pursues 
student  recruiting  information  from  the  postsecondary 
markets  (two-  and  four-year  colleges).  I would  like  to 
share  some  tips  that  I hope  will  help  when  trying  to 
obtain  this  information  from  the  colleges. 

BE  PROACTIVE! 

Send  out  letters  requesting  student  recruiting  information 
on  a timely  basis  - usually  at  the  beginning  of  each  quarter  or 
semester.  You  can  write  your  own  letter  or  modify  the  sample 
found  on  page  20.  Whatever  you  choose,  be  sure  to  send  the 
request  in  ample  time  for  college  administrators/officials  to 
respond. 

If  there  is  a fee  required  for  purchase  of  the  list,  ask  the 
school  to  send  an  invoice  to  you  first  (without  getting  the  list) 
in  order  for  the  Supply  Section  to  process  the  purchase  order. 
Along  with  the  letter,  attach  the  Analysis  of  the  Solomon 
Amendment  Interim  Rule,  developed  by  the  American 
Association  of  Collegiate  Registrars  and  Admission  Officers 
(AACRAO). 

FOLLOW  THROUGH! 

It’s  not  enough  just  to  send  the  letters  of  request.  I maintain 
two  stacks.  One  is  for  colleges  that  have  responded  with  lists, 
and  the  other  is  for  colleges  that  have  not  responded.  My 
energies  and  efforts  are  focused  on  institutions  that  have  not 
replied. 

I call  and  inquire  about  my  requests  for  student  recruiting 
information.  On  several  occasions  I have  been  told,  "The 
college  does  not  release  this  information”  or  “keep  such  lists,” 
and  therefore  no  lists  will  be  provided.  Upon  hearing  this,  I 
request  to  be  put  in  contact  with  a higher  authority  — usually 
the  Dean  of  Student  Services  or  Dean  of  Admissions  — who 
has  the  power  to  grant  my  request. 

I maintain  a professional  attitude  on  the  telephone  at  all 
times.  By  being  polite,  showing  restraint  and  courtesy,  I am 
able  to  communicate  my  position  effectively  within  the  scope 
of  the  Solomon  Amendment. 


The  Solomon  Amendment 
What  is  It? 

The  Military  Recruiting  and  ROTC  Program  Access 
to  Students  of  Higher  Education,  commonly  known  as 
the  Solomon  Amendment,  took  effect  on  March  29, 

1997,  with  the  publication  of  the  Interim  Rule. 

The  amendment  prohibits  DoD  and  other  federal 
agencies,  including  the  Department  of  Education,  from 
providing  funds  by  contract  or  grant  to  postsecondary 
schools  if  the  schools  have  a policy  or  practice  prevent- 
ing the  armed  services  from  entering  campuses,  access- 
ing students  on  campuses  or  accessing  student  recruit- 
ing information. 

If  a school  is  in  non-compliance,  the  law  presents  the 
possibility  that  continued  non-compliance  may  jeopar- 
dize the  school’s  entitlement  to  federal  funds. 

Once  the  Interim  Rule  was  published,  all  schools  that 
were  withholding  student  recruiting  information  came 
into  compliance.  Currently,  though  no  schools  are 
ineligible  to  receive  DoD  or  other  federal  funds,  there 
are  four  small  private  schools  which  have  declined 
release  of  this  information,  and  DA  is  making  final 
determination  on  their  status. 

As  this  article  attests,  someone  needs  to  take  respon- 
sibility for  implementing  contact  with  the  school’s 
Registrars  Office  and  managing  the  collection  of  student 
recruiting  information.  Once  contacted,  schools  will 
usually  comply. 

Reports  of  non-compliance  should  be  reported  to  the 
battalion  education  services  specialist.  If  resolution  is 
not  reached  at  the  battalion  level,  documentation  should 
be  sent  through  the  chain  of  command  to  HQ  USAREC, 
ATTN:  RCRO-TE. 

A copy  of  the  Final  Rule  on  Military  Recruiting  and 
ROTC  Program  Access  to  Students  of  Higher  Education 
was  received  and  is  expected  to  be  published  shortly  in 
the  Federal  Register.  If  a school  does  not  comply  with 
the  Final  Rule,  it  is  in  jeopardy  of  losing  the  following 
Title  IV  Student  Financial  Assistance  Federal  Pro- 
grams: the  Perkins  Loan,  the  Supplemental  Educational 
Opportunity  Grant  and  Work-Study. 

Financial  assistance  programs  not  affected  are  the 
Pell  Grant,  Stafford  Loan  and  Parents  Loan  for  Under- 
graduate Students  (PLUS). 
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By  contacting  its  colleges  and  informing  them  of  the 
Solomon  Amendment,  the  Southern  California  Battalion 
achieved  the  following  during  the  1997-98  school  year: 

42  college  lists 
525,000  student  names 
81  contracts  from  the  names  received 


Name 

Office  of  Registrar,  College 
Address 

City,  State  00000 
Dear 

Reference:  Military  Recruiting  and  Reserve  Officer  Training  Corps  Program  Access  to  Institutions  of 
Higher  Education  (Solomon  Amendment). 

Please  provide  student  recruiting  information  on  students  enrolled  at  your  institution. 

Congress  supports  the  military  services  by  making  substantial  education  benefits  available  to  men 
and  women  who  serve  in  our  armed  forces  before  entering  college.  These  benefits  add  value  to  military 
service  and  help  recruiters  attract  the  people  who  serve  our  country  so  well.  Nearly  all  servicemembers 
participate  in  the  Montgomery  Gl  Bill  and  earn  benefits  between  $1 5,444  and  $1 9,008.  Some  services 
have  additional  enlistment  incentives  such  as  the  Army’s  $40,000  college  fund  and  $65,000  loan 
repayment  programs. 

The  challenge  for  military  recruiters  is  communicating  these  offers  to  students  when  they  need 
them  most  --  at  high  school  graduation  when  confronting  the  reality  of  college  costs,  when  leaving 
college  temporarily  for  financial  or  other  reasons,  or  at  college  graduation  when  faced  with  college 
debts.  To  help  us  accomplish  this  task,  Congress  passed  three  acts  that  address  Military  Recruiting 
and  Reserve  Officer  Training  Corps  Program  Access  to  Students  of  Higher  Education.  These  acts 
require  colleges  to  allow  recruiters  access  to  campus  and  provide  them  with  student  recruiting  informa- 
tion or  possibly  face  the  loss  of  certain  federal  funds,  which  also  include  campus-based  student  finan- 
cial assistance  programs. 

General  Guidelines 

• Student  information  is  defined  as  student’s  name,  address,  telephone  number,  age  (or  year  of  birth), 
level  of  education,  and  academic  major.  Colleges  need  not  provide  other  information. 

• Colleges  are  not  required  to  sort  the  information,  but,  if  possible,  please  accommodate  requests  to 
provide  information  for  students  between  the  ages  of  17  and  34;  for  freshman  and  sophomore  years, 
etc. 

• Provide  information  on  students  enrolled  in  your  institution  for  at  least  one  academic  credit. 

• If  a current  roster  is  not  available,  provide  information  on  the  most  recent  term. 

• Provide  the  information  in  a reasonable  format  such  as  printed  copy  or  computer  disk.  Also,  provide 
the  information  in  a reasonable  time  frame. 

• Department  of  Defense  components  (Army,  Navy,  Marine  Corps,  Air  Force)  are  entitled  to  student 
recruiting  information  once  every  term  or  every  four  months. 

Your  assistance  is  sincerely  appreciated.  Please  call  me  at  000-0000  if  you  have  any  questions. 

Sincerely, 


BE  PERSISTENT! 

I never  take  “no”  for  an  answer. 
Normally  college  representatives  are 
uninformed  about  the  Solomon  Amend- 
ment, or  they  use  “no”  as  a stalling 
technique  to  avoid  the  request. 

In  some  instances,  it  may  take  a 
comr'ete  school  year  to  obtain  the 
col1  list. 

Recently,  a Dean  of  Admissions  told 
me  the  list  would  cost  $800  because  the 
college  does  not  keep  student  recruiting 
information  in  the  format  requested.  I 
was  unable  to  get  this  list  until  I found 
that  another  college  within  the  same 
district  would  release  the  list  for  free! 

After  talking  with  the  information/ 
computer  personnel  of  the  district  who 
easily  shared  the  student  recruiting 
information,  I called  the  first  representa- 
tive back  to  share  the  good  news.  He 
complied! 

GET  THE  LIST 
IN  THE  CLT’S  HANDS! 

Immediately  upon  receiving  the 
directory  information  on  computer  disk 
or  hard  copy  (I  make  a copy  for  myself), 

I call  the  company  commander  or  first 
sergeant  to  coordinate  providing  them 
with  the  information. 

I have  never  had  a negative  response 
when  delivering  the  lists  to  the  company 
leadership  team.  In  fact,  they  appreciate 
the  lists  and  are  excited  to  receive  them. 

CLOSE  THE  LOOP! 

Every  quarter  I contact  each  of  the 
station  commanders  and  ask  how  many 
confirmed  enlistments  they  have  written 
based  on  the  college  lists.  I compile  this 
data  and  have  a running  total  to  share 
with  the  company  and  battalion  leader- 
ship teams. 

This  demographic  information  can  be 
revealing  because  it  shows  my  efforts  are 
productive  and  highlights  the  enormous 
value  that  such  information  has  on  the 
overall  prospecting  process.  Always  get 
feedback! 

The  aggressive  pursuit  of  lists  and 
student  recruiting  information  from 
colleges/universities  is  one  of  the  most 
valuable  assets  in  locating  qualified 
prospects  for  Today’s  Army. 


Where  else  is  there  such  an  abun- 
dance of  individuals  who  have  the 
potential  to  succeed  in  the  qualification 
process? 


You  will  find  a majority  of  students 
on  the  list  have  a propensity  for  testing 
and  the  mental  capacity  to  qualify  for 
the  Army.  - 
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y in  the  military 


By  William  E.  Leftwich  III,  Deputy  Assistant  Secretary  of  Defense 
(Equal  Opportunity) 

There  is  no  place  in  our  military  forces  for  the 
vicious,  ugly  and  divisive  views  that  characterize  hate 
groups  or  bias-motivated  conduct.  Service  members 
have  a right  to  hold  any  political  opinion.  However, 
no  one  has  the  right  to  harass  or  intimidate  others  or 
otherwise  affect  the  good  order  and  discipline  on 
which  the  effectiveness  of  military  units  and  our 
national  defense  rests.  We  know  from  long  experience 
that  dissension,  intolerance  and  prejudice  affect  the 
cohesion  and  esprit  de  corps  that  are  critical  to 
success  in  peacetime  and  in  combat. 

Despite  the  fact  that  we  face  changing  social,  economic  and 
political  times  which  are  becoming  a breeding  ground  for 
hatred  and  extremism,  some  Americans  build  monuments  to 
nonviolence  in  Atlanta  or  Birmingham.  Other  Ameri- 
cans blow  up  buildings  in  Oklahoma  City. 

While  some  Americans  work  to  preserve  or 
protect  life  in  Somalia,  Bosnia  or  Dhahran, 
other  Americans  beat  people  merely  for 
crossing  a border  or  kill  people  because 
of  their  race. 

While  some  Americans  work 
to  strengthen  and  build 
coalitions  between  the 
races  so  that  America 
can  live  up  to  its 
promise  and  its 
dream,  other 
Americans  bum 
churches  across  this 
country  simply  because 
they  don’t  like  the  people 
who  worship  there. 

While  some  Americans  work 
toward  making  our  government  and 
its  institutions  responsive  to  all  our 
citizens,  others  pass  bills  to  make  English 
the  official  language  of  the  government.  While 
some  Americans  work  toward  world  peace  and 
understanding,  others  blow  up  airplanes  and  set  off 
bombs  at  the  Olympics. 

As  American  citizens,  we  must  commit  ourselves  to 


maintaining  the  positive,  unifying  elements  of  affirmative 
action  and  equal  opportunity  programs. 

But  it  will  always  be  a struggle.  Nothing  is  free. 

As  the  great  orator  and  political  activist  Frederick  Douglass 
once  said: 

“Those  who  profess  to  favor  freedom 
And  yet  deprecate  agitation, 
are  men  who  want  crops  without 
ploughing  the  ground;  they  want  rain 
without  thunder  and  lightning;  they  want 
the  ocean  without  the  roar  of  its  waters. 

The  struggle  may  be  a moral  one,  or  it  may  be 
a physical  one,  or  it  may  be  both. 

But  it  is  a struggle. 

Power  concedes  nothing  without  demand. 

It  never  has  and  it  never  will. 

Men  may  not  get  all  they  pay  for  in  this  world, 
but  they  must  certainly  pay  for  all  they  get.  ” 

We  have  not  achieved  our  goal  of  full  equality  of 
opportunity,  but  I believe  we  are  closer  than  any 
organization  in  this  country. 

We  will  continue  to  work  hard,  under 
motivated  and  encouraging  leadership  from 
the  top  to  adjust  existing  equal  opportu- 
nity initiatives  and  to  develop  new 
ones. 

Through  this  struggle  for  full 
equal  opportunity,  we  not  only 
become  an  example  for  the  rest  of  the 
nation,  we  become  an  example  for  the 
rest  of  the  world. 

The  composition  of  our  Armed  Forces  and 
our  civilian  workforce  is  a statement  about  what  is 
possible  in  a multiracial,  multiethnic  society. 

Most  nations  are  multiracial,  and  many  nations  are 
separated  along  lines  of  race,  religion  or  language. 

When  U.  S.  forces,  including  civilians,  are  deployed 
overseas,  whether  for  warfighting  or  peacekeeping,  they 
display  the  possibility  of  overcoming  those  sources  of  social 
division.  They  demonstrate  that  diversity  can  be  a source  of 
strength. 
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World  Class  Athlete  Program 


Army  Chess  Championship  Participants 

Battalions  can  use  TAIR  funds  to  bring  these  soldiers  to 
area  high  schools  for  clinics  and  presentations. 

Joseph  A.  Kruml  (Army  Chess  Champion) 

F Co,  229th  MIB 

Presidio  of  Montrey,  CA  93044 

CPT  David  A.  Hater 
HHD,  3d  Personnel  Group 
Fort  Hood,  TX  76544 

SPC  Rudy  Tia,  Jr. 

A/3  82FA,  ICD  2300 
Fort  Hood,  TX  76544 

SSG  Andres  D.  Hortillosa 

USA  MEDDAC 

Fort  Carson,  CO  80909 

SSG  Charles  U.  Costales 
C Co.,  1st  Bn,  41st  Infantry 
3d  BDE,  1st  Armored  Division 
Fort  Riley,  KS  66442 

SSG  Virgillo  R.  Carter 
HHC  16th  Ord  Bn 

Aberdeen  Proving  Grounds,  MD  21005 

SSG  Chris  L.  Pitts 

USA  MEDDAC 

Fort  Campbell,  KY  42223 

PFC  Jerome  L.  Sanford 
HHC  10th  AVN  BDE 
Fort  Drum,  NY  13606 

Taekwondo 

Jan.  27-30 — U S.  Open  at  Orlando,  Fla. 

Feb.  19-20 — U.S.  Olympic  Weight  Division  Tournament 
at  Colorado  Springs,  Colo. 

March  25-28 — U.S.  Nationals  at  Daytona  Beach,  Fla. 
May  1-2 — Armed  Forces  at  Fort  Indiant  own  Gap,  Pa. 


SPC  Michel  Santos,  a WCAP  Wrestling  Team  member, 
practices  with  a student  during  a TAIR  wrestling  clinic 
at  Ottawa  High  School  in  Ottawa,  Kan.,  in  July.  (Photo 
by  Julia  Bobick,  Kansas  City  Battalion  Advertising  and 
Public  Affairs) 

Wrestling 

Nov.  6-7 — Colorado  Open  at  Colorado  Springs,  Colo. 

April  22-24— U.S.  National  at  Las  Vegas 

Modern  Pentathlon 

Nov.  14,  Nov.  28  and  Dec.  5 at  San  Antonio 

Track  and  Field 

Feb.  14-19 — Armed  Forces  X-country  at  Mayport,  Fla. 

May  11-14 — Armed  Forces  Track  & Field  at  West  Point 

June  25-27 — U.S.  Nationals  at  Eugene,  Ore. 

Boxing 

Jan.  6-Feb.  7 — All  Army  Boxing  Championship 
at  Fort  Carson,  Colo. 

Feb.  7-13 — Armed  Forces  Championship  at  Kelly  Air 
Force  Base,  Texas 

March  4-14 — U.S.  Nationals  at  Colorado  Springs 


22 


Recruiter  Journal  / Nov  98 


Indefinite  Reenlistment  Program 

— The  long  awaited  victory  for  our  career 
noncommissioned  officers 


SFC  Derrick  Graves,  station  commander, 

Bellevue  (Nashville  Battalion)  reenlists. 

Former  Nashville  Battalion  XO,  MAJ  Barry 
Suggs,  administers  the  oath.  (Photo  by 
Lee  Elder) 

By  SFC  Merle  C.  Henry  Jr.,USAREC  Career  Counselor 

T'he  indefinite  reenlistment  program  was  implemented 
October  1,  1998.  Regular  Army  staff  sergeants  through 
command  sergeants  major  who  have  10  or  more  years  active 
federal  service  (AFS)  on  the  date  of  discharge  will  be  re- 
stricted to  an  indefinite  term  of  reenlistment.  unless  prohibited 
by  other  provisions  of  AR  601-280. 

Soldiers  mentioned  above  will  reenlist  for  the  indefinite 
reenlistment  program  upon  entry  into  the  normal  reenlistment 
window  (3  to  12  months  prior  to  ETS),  or  when  required  to 
reenlist  for  a service  remaining  requirement.  They  will  be 
allowed  to  reenlist,  not  extend,  except  for  humanitarian  reason 
or  pending  other  personnel  actions. 

With  more  than  10  years 

Additionally,  sergeants  first  class  through  command 
sergeants  major  with  more  than  10  years  of  AFS  who  are 
selected  for  promotion  and  have  insufficient  service  remain- 
ing, 24  months  upon  promotion,  will  be  required  to  reenlist 
for  indefinite  status  prior  to  being  promoted.  Soldiers  who 
were  promoted  during  the  month  of  October  1998  are  exempt 
from  this  requirement. 

Although  the  program  is  labeled  “Indefinite,”  retention 
control  points  (RCP)  for  the  soldier’s  current  or  promotable 
rank  will  govern  the  period  of  enlistment.  Soldiers  who  are 
promoted  or  attain  promotion  list  status  after  they  have 
reenlisted  for  indefinite  status  will  automatically  be  entitled  to 
serve  until  the  RCP  for  the  new  rank.  And  the  ETS  will  be 
updated  from  the  top  of  the  system  with  exception  of  com- 
mand sergeants  major  with  more  than  30  years  and  special 
band  members,  who  will  be  processed  manually. 

Soldiers  may  replace  their  DD  Form  2 (active)  ID  card 
upon  reenlistment.  Soldiers  will  take  a copy  of  the  DD  Form  4 
to  the  local  ID  card  issuing  facility  for  issuance  of  a new  ID 
card.  Expiration  date  of  the  new  ID  card  will  be  the  RCP  date 
as  shown  on  the  DD  Form  4,  Item  8b(5).  Soldiers  who  are 
promoted  while  serving  on  indefinite  status  will  be  processed 
for  a new  ID  card  I AW  procedures  in  AR  600-8-14  and  RCPs 
listed  in  AR  601-280,  paragraph  3-8g  and  table  3-1. 

Upon  reenlistment  for  indefinite  status,  accrued  leave 
may  be  cashed  in,  if  eligible  IAW  AR  601-280.  No  provisions 


exist  for  further  cashing  in  leave  once  in  the  program  until  the 
soldier  retires. 

Voluntary  separations  prior  to  retirement  may  be  re- 
quested for  soldiers  desiring  to  separate  who  have  completed 
all  service  remaining  obligations  or  are  requesting  separation 
in  lieu  of  PCS  (must  request  separation  within  30  days  of 
notification  of  assignment  instructions).  Separation  dates  must 
not  exceed  6 months  from  date  of  notification  of  assignment 
instructions  or  must  be  within  the  completion  of  any  service 
remaining  obligation  or  DEROS  for  OCONUS  based  soldiers. 

Preseparation  counseling 

Soldiers  must  receive  preseparation  counseling  no  later 
than  90  days  before  separation.  Application  for  separation  does 
not  guarantee  approval.  Separation  procedures  IAW  Chapter  4, 
AR  635-200  were  announced  in  DAPE-MPE-PD/ALARCT 
message  DTG  13181 0Z  Aug  98. 

Soldiers  with  less  than  20  years  active  federal  service 
serving  indefinite  reenlistments  who  exceed  RCP  as  the  result 
of  a reduction  in  rank  may  remain  on  active  duty  to  attain 
retirement  eligibility,  unless  separated  earlier  under  applicable 
administrative,  physical,  or  UCMJ  provisions. 

For  more  information,  contact  your  career  counselor,  Jr. 


Career  Counselors 

Headquarters,  USAREC 
SFC  Merle  C.  Henry  Jr. 

DSN  536-0203,  Commercial:  (502)  626-0203 

1st  Brigade 

SFC  Timothy  C.  Mason 
DSN:  923-7481,  ext.  2246, 

Commercial:  (410)  674-7800,  ext.  2246 

2d  Brigade 
MSG  Jean  Lingle 

DSN  797-3264,  Commercial:  (404)  362-3264 
3d  Brigade 

SSG  Lisa  L.  Lamberton 

DSN  536-0758,  Commercial:  (502)  626-0758 
5th  Brigade 

MSG  Franklin  D.  Middlebrooks 

DSN  471-0089,  Commercial:  (210)  221-0089 

6th  Brigade 

SFC  Gary  P.  Schoolfield 
Commercial:  (415)  561-7125 
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Former  USAREC  NCO  helps  Hispanic 
youth  reach  their  goals 


By  SFC  Connie  E.  Dickey,  Army  News  Service 

J^^Ls  a recruiter,  MSG  Maria  Martinez  has  found  her 
niche  in  the  Army.  But,  what  she  is  so  proud  of  — that  one 
thing  she  loves  to  talk  about  — is  mentoring  and  role  models. 

Martinez  spends  much  of  her  personal  time  mentoring 
Hispanic  youth,  trying  to  help  them  stay  in  school.  She  said 
the  national  Hispanic  dropout  rate  is  more  than  30  percent,  but 
she  knows  that  the  Army  and  the  US  Army  Recruiting  Com- 
mand can  work  with  young  people  so  they  can  have  the  same 
opportunities  she  had. 

Martinez  knows  firsthand  the  problems  at-risk  Hispanic 
youth  are  facing,  and  that’s  one  reason  she  works  with  the 
Hispanic  Influencer  Alliance  Program  sponsored  by  the 
Recruiting  Command.  In  this  program,  recruiters  form  a 
partnership  with  respected  Hispanic  community  leaders  and 
work  to  reduce  the  severe  school  dropout  problem.  With  the 
program  message  “Graduate.  You-Can-Do-It,”  recruiters  like 
Martinez  serve  as  role  models  and  mentors  working  alongside 
community  organizations  such  as  the  League  of  United  Latin 
American  Citizens. 

Because  of  her  work  with  Hispanic  youth,  Martinez  received 
a national  Hispanic  award  this  year.  She  was  presented  the 
National  Image  Meritorious  Service  Award  from  National 
Image,  Inc.,  a national  Hispanic  organization.  The  organiza- 
tion seeks  to  improve  employment,  education,  and  civil  rights 
and  annually  presents  its  award  to  outstanding  military 
personnel  who  have  contributed  to  increased  opportunities  for 
Hispanic  Americans. 

“We  need  to  reach  out  to  young  men  and  women  in 
America.. .to  help  them  reach  their  goals,”  Martinez  said.  She 
explained  that  many  youth  just  don’t  have  anyone  to  look  up 
to. 

“Young  people  need  encouragement,”  Martinez  said. 
“Recruiters  are  good  role  models,  whether  the  kids  are  in  high 
school,  college  or  at  home.  I came  from  a very  huge  Hispanic 
family  and  my  family  was  extremely  important  to  me.  I was  at 
risk  of  dropping  out  of  high  school  in  order  to  help  my  family, 
but  my  recruiter  helped  me  to  decide  to  stay  in  and  get  my  high 
school  diploma. 

She  said  she  is  also  very  proud  of  the  Sergeants  Major 
Academy  because  one  of  the  things  the  students  do  there  is  go 
into  the  schools  and  mentor  young  people. 

Martinez  said  she  owes  many  thanks  to  the  role  models  she 
has  had  in  the  Army  Recruiting  Command. 

One  of  her  role  models  touched  her  life  before  she  came  into 
the  Army.  “If  it  were  not  for  my  recruiter  in  Chicago,  111.,  if  it 


were  not  for  his  leadership. ..his  selfless  service. ..his  duty... I 
would  not  be  in  the  Army  today.”  She  said  that  her  recruiter 
instilled  the  Army  values  in  her  and  as  a result  she  tries  to  set 
an  example  with  ethical  standards  to  all  the  young  people  she 
meets. 

“Recruiters  are  engulfed  in  the  community.  Yes,  recruiters 
are  looking  for  quality,  but  you  also  have  to  take  time  to 
mentor  to  young  people.  He  saw  in  me  a young  Hispanic 
recruit  struggling  with  language  and  medical  problems,  and 
he  was  there  to  help  me.  If  my  recruiter  had  given  up  on  me. 

I do  not  know  where  I would  be  today.  I know  I would  not  be 
as  successful  as  I am  in  the  Army.” 

She  joined  the  Army  after  graduating  from  high  school,  but 
said  she  had  difficulty  with  English  on  the  entrance  exam. 
“When  I tried  to  enlist,  I flunked  my  ASVAB  test  twice,  I had 
trouble  with  the  math  portion.  I passed  it  on  my  third  try, 
largely  because  my  recruiter.  Staff  Sergeant  Fleming,  went  out 
of  his  way  to  ensure  I stayed  motivated.  It  was  a good  6-7 
months  before  I passed  that  test,”  Martinez  said. 

“The  Army  provided  me  an  opportunity  to  excel.  This  is 
why  I will  always  give  of  myself  to  young  soldiers  and 
recruits.  By  being  selected  for  sergeant  major.  I know  this 
type  of  opportunity  exists  equally  for  all  soldiers  regardless  of 
race  or  ethnicity. 

“When  I joined  the  Army  I knew  the  challenges  would  be 
there,  challenges  have  always  been  there  for  me.  But  each 
individual  has  to  decide  what  they  are  going  to  do.  For  me 
there  has  always  been  someone  there  to  encourage  me  and  a 
lot  of  times,  that  is  what  a recruiter  does.” 

Martinez  also  said  Hispanics  already  have  an  asset  that 
makes  them  valuable  to  the  Army.  “Hispanics  bring  to  the 
table  an  ability  to  communicate  in  two  languages  and  that  is 
and  will  always  be  an  asset  to  the  Army.  It  is  very  important 
to  keep  one’s  culture  alive,”  Martinez  said. 

She  said  it  was  evident  that  she  could  help  the  Army  when 
she  was  chosen  along  with  two  of  her  colleagues  as  Spanish 
linguists  to  support  the  All  Volunteer  Recruiting  Force  in  El 
Salvador  and  Bolivia.  She  explained  that  the  Recruiting 
Mobile  Training  Team  went  to  different  countries,  set  up  a 
recruiting  school,  helped  facilitate  it,  translated  the  program 
of  instruction  from  the  recruiting  school  into  Spanish  and 
instructed  430  students.  The  team  set  up  stations  throughout 
the  country,  spending  two  months  there  before  going  to 
Bolivia  for  two  months  to  do  the  same  thing. 

Martinez  reiterated  that  she  gives  credit  where  credit  is  due 
and  that  her  success  is  because  of  the  mentors,  subordinates 
and  leaders  she  has  had  in  the  Army.  “And  to  all  our  young 
soldiers  I say  that  success  is  not  what  other  people  say,  but 
what  you  feel  inside  as  long  as  you  are  true  to  yourself.”  r 
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USAR  News 


National  Guard  Tranters 

What  we  call  a “National  Guard 
Transfer”  is  one  of  our  most  common 
enlistments.  However,  we  must  remem- 
ber that  they’re  exactly  that,  enlistments. 
In  cases  where  the  individual’s  MPRJ  is 
available  from  his  or  her  National  Guard 
unit,  they  can  be  enlisted  outside  of  the 
Military  Entrance  Processing  Station 
(MEPS).  Caution  must  be  used  to  ensure 
that  these  enlistments  are  done  in 
accordance  with  AR  601-210  and 
RECUSAR  Message  96-005. 

Recruiters  must  begin  by  obtaining  a 
DD  Form  368,  Request  For  Conditional 
Release,  from  the  applicant’s  National 
Guard  unit.  This  allows  the  applicant  to 
be  processed  for  USAR  enlistment.  Only 
the  form  dated  November  1994  can  be 
used. 

Although  AR  601-210  states  that  a 
Conditional  Release  is  valid  for  60  days, 
block  5A  on  the  form  allows  the  ap- 
proval authority  to  designate  their  own 
expiration  date. 

In  RECUSAR  Message  96-005,  there 
are  explicit  instructions  directing  which 
documents  must  be  present  to  constitute 
a complete  military  personnel  records 
jacket.  If  any  of  the  forms  or  documents 
listed  in  this  message  are  not  obtainable, 
the  individual  must  be  sent  to  the  MEPS 
for  full  process.  In  cases  where  the 
previous  DD  Form  1966  is  not  available, 
the  recruiter  may  complete  a new  series. 
However,  the  old  and  new  forms  may  not 
be  mixed. 

Section  VII  of  AR  601-210  provides 
the  guidelines  and  is  the  authority  for 
processing  the  enlistment  of  National 
Guard  soldiers  into  the  Army  Reserve. 
Even  if  an  individual  is  being  processed 
outside  of  the  MEPS,  all  criteria  set  in 
this  section  must  be  met.  This  section 
also  provides  processing  instructions  for 
both  in  and  out  of  house  enlistments. 

The  first  eligibility  criterion  covered 
is  “training  and  education.”  An  indi- 
vidual who  is  MOS  qualified  and 
transferring  to  that  same  MOS  in  the 
Army  Reserve  does  not  require  ASVAB 
scores.  In  cases  where  test  scores  are 
available,  the  scores  do  not  have  to  be 
current  within  two  years  nor  does  the 


individual  need  a qualifying  line  score 
for  his  or  her  MOS.  Although  Chapter  3 
of  AR  601-210  states  that  a prior  service 
applicant  must  have  a high  school 
diploma  or  equivalent  to  be  eligible  for 
enlistment,  it  is  not  required  for  a 
USAR  enlistment  under  section  VII. 

Applicants  must  have  a current 
qualifying  physical  from  their  National 
Guard  unit  or  be  full-processed  at  a 
MEPS.  These  individuals  must  meet 
retention  medical  fitness  standards 
prescribed  in  AR  40-501  and  the  weight 
control  guidelines  of  AR  600-9. 

Recruiters  must  verify  that  the 
soldier  has  successfully  completed  an 
Army  Physical  Fitness  Test  (APFT) 
within  the  last  18  months  or  that  a 
soldier  is  currently  exempt  from  taking 
the  APFT  because  of  a valid  temporary 
or  permanent  profile.  No  waiver  is 
authorized  for  this  requirement. 

Applicants  are  qualified  regardless 
of  whether  or  not  they  are  married  or 
how  many  dependents  they  have. 

Pay  grade  will  be  the  same  held 
when  the  Conditional  Release  is  signed. 
However,  the  DD  Form  368  can  only  be 
used  to  verify  Reserve  Component 
service,  and  recruiters  should  obtain  a 
copy  of  the  promotion  order  or  most 
recent  DD  Form  4 to  verify  current  pay 
grade. 

Years  of  service  should  be  carefully 
examined  in  accordance  with  Table  5-5 
of  AR  601-210.  This  table  provides  the 
maximum  years  of  service  an  applicant 
can  have  before  becoming  disqualified. 

It  should  also  be  noted  that  individuals 
who  have  been  issued  a Notification  of 
Eligibility  For  Retirement  Pay  at  Age  60 
Memorandum  (20-year  letter)  are 
disqualified  for  enlistment  into  the 
Army  Reserve. 

National  Guard  soldiers  enlisting 
into  the  Army  Reserve  must  enlist  for 
whole  years  equal  to  or  greater  than  the 
remainder  of  their  obligation.  In  all 
cases,  the  minimum  enlistment  is 
three  years. 

By  carefully  following  the  procedures 
and  guidelines  of  Section  VII  of 
AR  601-210  and  RECUSAR  Message 
96-005,  recruiters  will  increase  the 


quality  of  their  National  Guard  enlist- 
ments as  well  as  minimize  processing 
time  and  trips  to  the  MEPS. 

AGR  Management  Division 

We  finished  this  year  at  98  percent 
assigned  strength  for  AGR  Recruiters; 
however,  we  are  in  great  need  of 
qualified  applicants.  A proposal  has 
been  generated  to  plus  up  AGR  recruit- 
ers significantly  for  FY  99.  If  the 
proposal  becomes  a reality  it  will  affect 
us  all,  creating  a necessity  to  increase 
the  number  of  packets  generated  from 
the  field  in  order  to  fill  current  vacan- 
cies and  those  driven  by  the  change  in 
authorization.  In  FY  98,  the  AGR 
Management  Division  processed  over 
204  AGR  applications  resulting  in  146 
(71  percent)  new  tour  soldiers  hired. 

Should  you  have  questions  or 
comments,  feel  free  to  contact 
MSG  Fitts  at  502-626-0216  or 
SFC  Dudley  at  502-626-0224.  Submit 
electronic  mail  inquires  to 
fittsj@emh2.usarec.army.mil  or 
dudley@emh2.usarec.army.mil. 

Important  Message  Traffic 

USAREC  Messages 

98-059  Part  I Renegotiation  Policy 

98-060  Part  II  Changes  to  Health 
Professions  Scholarship  Program 
(HPSP)  Automatic  Acceptance  Criteria 
(AAC)  Application  and  Enrollment 
Checklist 

98-061  Enlistment  Eligibility 
Concerning  Tattoos,  Extremists  and 
Gang  Involvement 

98-063  Part  I Defense  Language 
Institute  English  Language  School  at 
Lackland  Air  Force  Base 

98-063  Part  II  Running  Shoes  for 
New  Soldiers 

98-066  Part  III  Notification  of 
Unacceptable  Recruiting  Forms 

RECUSAR  Messages 

98-032  FY  99  USAR  Input  To 
Training  Control  Measure  (ITTCM) 

98-033  Selected  Reserve  Incentive 
Program  (SRIP) 
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1st  Cav  Horse  Det  kicks  doors  open  for  recruiters 


Barry  Mahler  talks  to  SSG  Scott  Sjule,  operations  officer  of  the  1st 
Cavalry  Division  Horse  Detachment,  and  SFC  Kevin  A.  May  during  a live 
segment  of  the  "Texhoma  Farm  and  Ranch  Report"  aired  on  KAUZ-TV 
Channel  6.  One  of  the  topics  they  discussed  was  the  period  uniform 
worn  by  Sjule  and  May's  current  dress  blue  uniform. 


Story  and  photo  by  Ron  Staszcuk,  Okla- 
homa City  Battalion  Advertising  and  Public 
Affairs 

Wichita  Falls,  Texas  — The  US 
Army’s  1st  Cavalry  Division  Horse 
Cavalry  Detachment  kicked  open 
recruiting  doors  in  Wichita  Falls 
recently  with  radio  and  television 
appearances  and  demonstrations  in  a 
main  street  parade  and  the  local  rodeo. 

Community  residents  got  an  upclose 
look  at  Army  history  living  and  working 
in  the  present. 

SFC  Barry  E.  Smith.  Wichita  Falls 
Recruiting  Station  commander  and  Texas 
native,  saw  the  opportunity  to  bring  the 
Army  demonstration  unit  to  Wichita 
Falls  in  a way  that  would  inform, 
entertain  and  raise  Army  awareness 
within  the  community. 

“Wichita  Falls  is  in  the  middle  of 
cowboy  country,  and  the  Red  River 
Rodeo  is  an  event  everyone  in  the 
community  gets  involved  in.  I thought 
the  horse  detachment  was  a perfect  fit 
for  this  part  of  the  country.  It’s  a great 
recruiting  tool  here  in  Texas  and 
Oklahoma,”  Smith  said. 

The  event  and  participation  of  the  1 st 
Cavalry  Division  Horse  Detachment  was 
an  enthusiastic  and  smooth  operation. 
Two  days  before  the  arrival  of  the  28- 
member  detachment  from  Fort  Hood, 
Texas,  SSG  Scott  Sjule,  detachment 
operations  sergeant,  arrived  in  Wichita 
Falls  to  make  final  arrangements  with 
recruiters  and  battalion  public  affairs 
staff.  They  worked  out  final  details  for 
the  rodeo  and  a number  of  media  events. 

These  media  efforts  of  recruiters  and 
battalion  A&PA  paid  off  with  local 
interviews  on  one  TV  station  and  two 
radio  stations.  Another  local  TV  station 
did  a follow  up  story  on  the  rodeo,  with 
the  horse  detachment  as  part  of  the  news 
cast. 

The  first  media  interview  was  with 
KAUZ-TV.  The  morning  audience 
watched  the  station’s  6 a.m.  agriculture 
report  and  was  introduced  to  Sjule  and 
SSG  Kevin  A.  May,  Wichita  Falls 
Recruiting  Station.  Sjule,  wearing  his 


period  demonstration  uniform,  talked 
about  the  horse  platoon  and  its  part  in 
American  history.  This  gave  May,  in 
present-day  Army  dress  blues,  a perfect 
opportunity  to  talk  about  the  Army’s 
enlistment  benefits.  The  show  host  did 
an  on-air  comparison  of  Sjule’s  historic 
cavalry  uniform  and  May’s  present  day 
dress  blues. 

“I  had  a great  time  talking  about  the 
Army,  both  past  and  present.  This  was 
one  of  the  best  recruiting  efforts  we’ve 
had  here  in  Wichita  Falls,”  May  said. 

The  next  stop  was  radio  station  KLUR 
for  a radio  talk  show  appearance  at  7:45 
a.m. 

Later,  they  participated  in  two  more 
television  appearances,  including  a 
segment  taped  at  the  recruiting  station. 
Rhonda  Mackey  of  television  station 
KAUZ  taped  a segment  at  the  rodeo 
grounds  sitting  in  the  driver’s  seat  of  the 
Horse  Team’s  1878  mule-drawn  supply 
wagon.  The  arena  presentation  was  a 
thrilling,  fast  paced  weapons  demonstra- 
tion with  sabers,  Colt  ,45s  and  Spring- 
field  carbines,  coupled  with  precision 
horsemanship  that  kept  the  audience 
members  on  the  edge  of  their  seats  for 


45  minutes. 

The  Horse  Detachment  is  an  asset 
which  brings  the  Army’s  past  alive,  and 
one  that  not  many  people  know  still 
exists  in  the  Army. 

“It’s  great  nostalgia  in  that  people  are 
able  to  actually  see  the  Army  past  in 
person.  It’s  reality  to  them  and  not 
something  just  in  the  movies,”  said 
Ronny  Cartright,  organizer  of  the 
weeklong  fund-raising  event. 

LTC  Ricardo  M.  Cantu,  Oklahoma 
City  Recruiting  Battalion  Commander, 
noted  the  importance  of  the  unit  as  a 
recruiting  tool  in  this  part  of  the 
country. 

“The  1st  Cavalry’s  Horse  Detachment 
is  an  excellent  Army  awareness  asset 
that  opens  minds  and  associations  with 
American  history  and  the  US  Army,”  he 
said.  “Army  units  like  the  horse  detach- 
ment are  a large  part  of  the  history  and 
development  of  this  area  of  the  United 
States. 

“It’s  the  Army  past  kicking  open 
recruiting  doors  in  the  present  and 
letting  people  know  we  are  still  here 
carrying  on  this  honored  legacy  and 
tradition.”  3E 
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Activities  show  Army  interest  in  community 


Field  trip  helps  company 
make  valuable  contacts, 
gain  high  school  list 

Story  and  photos  by  Julia  Bobick,  Kansas 
City  Battalion  Advertising  and  Public 
Affairs 


Liberty,  Mo.  — Surprisingly,  some 
of  the  best  projects  recruiters  partici- 
pate in  don't  include  prospect-age 
students.  Community  relations  activi- 
ties, like  middle  school  presentations 
and  installation  tours,  skill  clinics  for 
teenagers  and  student  mentorship, 
introduce  the  Army  to  younger  students, 
parents  and  teachers,  and  demonstrate 
the  Army’s  interest  in  the  community. 

But  many  recruiters  see  community 
activities  as  a waste  of  time  because 
recruiters  don’t  gain  immediate  results 
in  the  form  of  leads  and  contracts.  These 
recruiters  fail  to  realize  the  potential  of 
interacting  with  the  younger  members  of 
their  community. 

For  example.  Liberty,  Mo.,  Recruit- 
ing Company  1SG  Phillip  E.  Tabor  and 
CPT  William  Yanek  helped  Liberty 
Junior  High  School  with  its  annual  field 


trip  in  May  1998.  The  company  leader- 
ship team  took  a busload  of  more  than 
50  students,  teachers  and  parents  to  Fort 
Riley,  Kan.,  for  an  installation  tour  and 
Take  Charge  presentation. 

The  students  endured  a bus  ride  with 
the  first  sergeant,  who  taught  them 
cadence,  shared  MREs,  passed  out  dog 
tags  and  answered  questions.  At  Fort 
Riley,  students  toured  an  air  defense 


artillery  unit  motor  pool,  climbed  through 
Bradley  Fighting  Vehicles  and  checked 
out  some  weapon  training  aids. 

The  recruiting  station  outside  Fort 
Riley  helped  make  this  and  many  other 
tours  successful  by  developing  and 
maintaining  an  effective  working 
relationship  with  several  post  units, 
which  provide  support  to  recruiters 

throughout  the  battalion  area. 


SSG  Brad  Riley,  from  Btry  C,  4-3  ADA,  talks 
to  Liberty  Junior  High  eighth  and  ninth 
graders  about  the  crew  vehicle  communica- 
tions helmet  as  one  of  the  students  tries  it 
on  during  a tour  of  the  4-3  ADA  motor  pool 
and  Fort  Riley,  Kan. 


Liberty  Recruiting  Company  1 SG  Phillip  E.  Tabor  leads  Liberty  Junior 
High  School  students  in  a game  of  Simon  Says,  using  military  facing 
commands,  while  they  wait  for  the  bus  home  from  Fort  Riley,  Kan. 


Although  the  junior  high 
students  on  the  tour  were  too 
young  to  recruit,  they  soon 
will  be  in  the  target  market. 
Activities  like  this  tour  give 
recruiters  the  chance  to 
prepare  future  applicants. 

When  conducting  or 
participating  in  events  with 
junior  high  or  younger 
children,  recruiters  should  be 
cautious  to  ensure  their 
actions  are  not  perceived  by 
parents  or  media  as  “recruit- 
ing,” according  to  USAREC 
Supplement  to  AR  360-61 . 
Recruiters  should  also  avoid 
involving  community 
members  in  any  injurious 
situations. 

Both  the  Liberty  Recruit- 
ing Company  commander  and  first 
sergeant  said  they  enjoyed  taking  the 
students  to  Fort  Riley  and  know  they  will 
gain  positive  benefits  for  future  recruit- 
ers. In  addition,  the  Company  Leadership 
Team  made  valuable  junior  high  con- 
tacts, who  helped  them  construct  a 
Liberty  High  School  student  list. 

But  gaining  the  high  school  list  wasn't 
the  best  thing  the  Liberty  CLT  did  for  the 
community.  They  created  a positive 
image  of  the  Army  in  the  minds  of  the 
students,  their  parents  and  teachers  that 
all  of  the  advertising  dollars  in  USAREC 
can't  buy. 

Editor’s  Note:  The  Liberty  Junior 
High  School  faced  budget  cuts  for  this 
year's  field  trips.  The  Army’s  trip  was 
viewed  so  successful  by  parents  and 
faculty  that  it  is  the  only  trip  the 
school  elected  to  keep.  ^ 
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St.  Louis  mayor  promotes 
Army  education  programs 

Story  by  St.  Louis  Battalion  Advertising  and  Public  Affairs  Staff 

ST  LOUIS  — The  St.  Louis  Battalion  kicked  off  its  TAKE 
CHARGE!  program  in  the  Gateway  City  with  the  full  support 
of  Mayor  Clarence  Harmon.  Harmon  signed  a proclamation 
designating  September  as  “Stay  in  School.  Stay  Off  Drugs  and 
Plan  for  Life”  Month.  The  proclamation  also  cited  September 
as  national  “America  Goes  Back  to  School  Month”  and 
stressed  the  partnership  between  the  Department  of  Education 
and  the  US  Army. 

“Mayor  Harmon  was  delighted  to  do  it  and  is  very  support- 
ive of  our  programs,”  said  LTC  Charles  A.  Griffin,  battalion 
commander. 

Harmon,  an  Army  veteran,  offered  to  “be  a poster  guy  for 
the  Army”  and  agreed  to  send  congratulatory  letters  to  DEP 
members  enlisting  from  the  city  of  St.  Louis. 

The  battalion  has  contacted  50  mayors  within  its  recruiting 
boundaries  requesting  a proclamation  and  photo  opportunity. 
Positive  responses  are  coming  in.  According  to  Griffin,  “Most 
of  them  are  telling  us,  ‘Why  didn’t  you  ask  sooner?  Em  only 
too  happy  to  help.’  ” ji 


St.  Louis  Battalion  leaders  meet  with  St.  Louis  Mayor 
Clarence  Harmon  to  proclaim  September  1998  as 
"Stay  in  School,  Stay  Off  Drugs  and  Plan  for  Life" 
Month.  Present  at  the  signing  are  1 SG  Christopher 
Rollins,  St.  Louis  Company  first  sergeant,  LTC  Charles 
A.  Griffin,  battalion  commander,  Harmon,  CPT  Karen 
K.  Meiser,  St.  Louis  Company  Commander,  and  Ralph 
Weichert,  superintendent  of  the  St.  Louis  Soldiers' 
Memorial.  (Photo  by  Abida  Johnson,  St.  Louis 
Battalion  Advertising  and  Public  Affairs) 


Congressman  encourages  citizens  to  support  recruiters 


Story  and  photo  by  Lee  Elder,  Nashville 
Battalion  Advertising  and  Public  Affairs 

Nashville,  Tenn.  — Rep.  John  Tanner 
urged  the  citizens  of  Paris,  Tenn.,  to  join 
forces  with  US  Army  recruiters  to  help 
keep  America  strong  in  the  face  of  a 
rising  tide  of  uncertainty  created  by 
terrorism  here  and  abroad. 

Tanner,  a five-term  congressman 
from  Union  City  was  in  Paris  Sept.  2 
marking  the  grand  opening  of  the  Paris 
US  Army  Recruiting  Station’s  new 
location  on  Mineral  Wells  Avenue. 

Citing  recent  terrorist  attacks  against 
two  US  embassies  and  the  instability  of 
the  Russian  government,  Tanner  said  the 
Army  and  the  other  branches  of  the 
armed  services  play  a vital  role  in 
protecting  freedom  worldwide. 

To  remain  strong,  today’s  Army  needs 
qualified  young  people  to  fill  its  ranks. 

“The  men  and  women  who  serve  our 
country  and  protect  our  principles 
deserve  our  100  percent  support,” 
Tanner  said.  “All  of  us  can  help  by  being 


MAJ  Larry  D.  Boggs  presents  Rep.  John 
Tanner  with  an  Honorary  Scout  certificate. 


an  Army  recruiter.” 

Tanner  said  the  Army  has  benefited 
the  northwest  Tennessee  area  by 
providing  skill  training  to  young  people. 
“The  Army  today  teaches  skills  that 


you  and  I don’t  have,”  Tanner 
said. 

At  the  conclusion  of  the 
ceremony,  battalion  executive 
officer,  MAJ  Larry  D.  Boggs, 
presented  Tanner  with  a 
certificate  and  made  him  an 
Honorary  Scout  of  the  Nash- 
ville battalion. 

“We  appreciate  his  support 
along  with  that  of  the  rest  of  the 
Paris  and  northwest  Tennessee 
communities,”  Boggs  said  of 
Tanner. 

The  new  station  location  will 
enable  the  three  recruiters  to 
better  serve  their  coverage  area, 
according  to  the  Paris  Station 
Commander  SSG  Paul  Bennett. 

Serving  alongside  Bennett 
are  fellow  recruiters  SSG  Tony 
F.  Burnett  and  SGT  Mark  A.  Hill. 
Together  they  form  one  of  the 
company’s  most  successful  stations, 
according  to  CPT  Kevin  F.  Gregory, 
Clarksville  Company  commander.  y 
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DEP  members  learn  Army  skills  during  training 

Story  and  photo  by  Renee 
Shawn  McElveen, 

Harrisburg  Battalion 
Advertising  and  Public 
Affairs 


Bethlehem,  Pa.  — 

Forty  members  of  the 
Harrisburg  Battalion’s 
Delayed  Entry  Program 
recently  spent  a day 
learning  the  Army  way 
of  doing  things. 

They  gathered  on 
Aug.  28  at  the  US  Army 
Reserve  Center  in 
Bethlehem  to  learn  some 
common  soldier  skills, 
physical  training 
exercises,  drill  and 
ceremonies,  and  police 
call. 

Some  DEPs  were  even 
given  the  opportunity  to 
pull  KP. 

Recruiters  from  the 
Jim  Thorpe  Recruiting 
Company  conducted  the 
round-robin  training,  supervised  by  SFC 
Mark  J.  Aquino. 

Six  groups  of  DEPs  spent  30  minutes 
learning  the  soldier  skill  taught  at  each  of 
six  training  stations  before  rotating  to  the 
next  station. 

SSG  Todd  R.  Corriveau  taught  DEPs 
how  to  identify  a casualty  and  how  to 
apply  a pressure  bandage. 

SSGs  Billy  D.  Wilson  and  Derrick  T. 
Gustafson  taught  them  how  to  wear  the 
M-40  protective  mask.  SFC  James  L. 
Petruncio  and  SGT  Arthur  E.  Roberts 
taught  assembly  and  disassembly  of  the 
M-16A2  rifle. 

SSG  John  H.  Brown  taught  radio 
procedures.  SGT  David  J.  Young  taught 
the  soldier’s  general  orders  and  explained 
Army  rank  structure.  SSG  Timothy  R. 
Shelton  and  SGT  Leonard  K.  Weston 
taught  map  reading. 

Before  breaking  for  lunch,  company 
commander  CPT  Brian  E.  Coughlin 
assembled  the  DEPs  into  an  extended 
rectangular  formation  and  led  them 
through  three  physical  training  exercises 


SSG  Derrick  T.  Gustafson,  Pottsville  Recruiting  Station,  checks  to  see  that  John  Chulock  has 
properly  sealed  his  M-40  protective  mask.  Chulock,  1 8,  is  a DEP  from  Beaver  Meadows,  Pa. 


with  the  help  of  his  demonstrators, 
Petruncio  and  Aquino. 

They  got  a little  sweaty  doing  the 
side-straddle  hop,  the  four-count  push- 
up, and  the  turn  and  bounce.  Recruiters 
walked  around  the  formation  trying  to 
keep  the  group  in  synch  with  each  other. 

During  the  lunch  break,  Coughlin 
discussed  the  purpose  of  training.  He 
explained  that  since  DEPs  often  sign  up 
to  enter  the  US  Army  as  much  as  a year 
before  leaving  for  basic  training;  recruit- 
ers must  work  hard  to  maintain  DEP 
interest  in  the  Army. 

Coughlin  said  activities  like  the  round- 
robin  training  give  DEPs  military  skills 
they  can  use  later,  and  give  the  chain  of 
command  an  opportunity  to  see  their 
DEPs  and  make  sure  they  are  in  shape 
and  able  to  complete  basic  training. 

He  said  DEPs  are  also  encouraged  to 
bring  their  friends  to  training.  This  often 
results  in  new  leads  for  the  recruiters. 

One  of  two  guests  present  at  the 
August  training  event,  Nina  Jones  of 
Rock  Glen,  said  she  plans  to  enlist  in  the 


in  the  Army  next  month  when  she  turns 
17. 

All  of  the  DEPs  interviewed  spoke 
very  highly  of  the  training  they  received 
in  August. 

Charlie  Hess  of  Berwick  is  scheduled 
for  basic  training  in  July  1999.  He  said  the 
training  he  received,  especially  in  drill 
and  ceremonies,  will  help  him  next 
summer. 

“I  had  no  idea  how  to  do  all  the 
marching,”  Berwick  said. 

Alex  Huertas  of  Bethlehem,  also 
scheduled  for  basic  training  in  July  1 999, 
described  the  physical  training  as  pretty 
cool.  “I  have  an  idea  of  what  to  do  now,” 
he  said. 

Chemetre  Hall  of  Hazelton,  who  is  now 
at  basic  training,  said  he  especially 
enjoyed  the  training  on  the  M-40 
protective  mask.  “I  know  what  to  do  now 
during  a chemical  situation,”  he  said. 

“I  think  the  training  has  been 
superb, ’’said  Alex  Morales  of  Bethlehem, 
reports  for  basic  training  July  5,  1999.  JL 
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1 . If  an  applicant  was  on  parole,  probation  or  suspended 
sentence,  a 45-day  waiting  period  after  period  of  civil 
restraint  has  been  concluded  is  required  before  processing 
or  a waiver  can  be  submitted. 

a.  True 

b.  False 

2.  If  you  have  consumed  alcohol,  how  long  must  you  wait 
before  operating  a government  vehicle? 

a.  6 hours 

b.  8 hours 

c.  10  hours 

d.  12  hours 


8.  Applicants  scoring  0-39  on  the  English  Comprehension 
Level  Test  (ECLT)  will  enlist  for  how  many  years  regardless 
of  MOS? 

a.  Two 

b.  Three 

c.  Four 

d.  Six 

9.  Applicants  with  juvenile  felony  offenses,  who  have  had  no 
offenses  within  five  years  of  application  for  enlistment,  may 
be  considered  for  a waiver  in  meritorious  cases. 

a.  True 

b.  False 


3.  Recruiters  may  mail  or  handcarry  USAREC  Form  1012 
(Scholar/Athlete  Recruiter  Award  Receipt)  to  the  school 
point  of  contact. 

a.  True 

b.  False 


10.  A waiver  for  a prior  service  USAR  applicant,  who  is 
“over  age,”  should  be  forwarded  directly  to  the  approving 
authority. 

a.  True 

b.  False 


4.  Soldiers  who  enlist  for  the  Loan  Repayment  Program 
(LRP)  must  be  advised  that  repayment  amounts  paid  by  the 
government  are  subject  to  both  federal  and  state  income 
taxes  as  taxable  income  for  each  year  payment  is  made. 

a.  True 

b.  False 

5.  DEP  losses  generally  fall  into  two  categories,  they  are 

and . 

a.  apathy  and  loss  of  interest 

b.  apathy  and  disqualification 

c.  medical  and  loss  of  interest 

d.  medical  and  apathy 

6.  Who  is  directly  responsible  for  all  recruiters  enrolled  in 
the  New  Recruiter  Program? 

a.  Station  Commander 

b.  First  Sergeant 

c.  Company  Commander 

d.  Battalion  Sergeant  Major 

7.  For  a recruiter  on  the  New  Recruiter  Program,  how  many 
sales  presentations  must  be  observed  and  recorded  in  the 
recruiter  handbook  each  month? 

a.  One 

b.  Two 

c.  Three 

d.  There  is  no  set  requirement 


1 1 . Define  the  acronym  METL: 

a.  Mission  External  Task  List 

b.  Mission  Essential  Task  List 

c.  Mission  Essential  Training  List 

d.  Mission  Essential  Troop  List 

1 2.  What  are  the  four  major  factors  of  leadership? 

a.  Led,  leader,  situation,  time 

b.  Led,  leader,  communications,  support 

c.  Led,  leader,  situation,  communications 

d.  Led,  leader,  communications,  time 

1 3.  When  a recruiter  accepts  a DEP  or  DTP  transfer,  he  or 
she  may  decline  to  take  ownership  responsibilities. 

a.  True 

b.  False 

14.  Can  an  ROTC/SMP  (Simultaneous  Membership  Program) 
participant,  who  has  obtained  a DD  Form  368  (Request  for 
Conditional  Release  from  Reserve  or  Guard  Component)  from 
the  ROTC  Commander,  process  for  enlistment  into  the 
Regular  Army? 

a.  Yes 

b.  No 


The  answers  to  this  month’s  test  can 
be  found  on  the  inside  back  cover. 
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BECKLEY 

SFC  Keith  D.  Brown 
SFC  Thomas  D.  Saccone 

BALTIMORE 

SFC  Herbert  T.  Murphy 
SFC  Daniel  J.  Romanchik 

COLUMBIA 

SFC  Theodore  A.  Jeffords 
SFC  James  M.  Kupczak 
SSG  Phillip  Gaillard 

COLUMBUS 

1SG  Courtney  H.  A.  Miller 
SFC  Michael  R.  Linkenhoker 

DENVER 

SFC  Thomas  D.  Poirier 

DES  MOINES 

1SG  Keith  M.  Hagen 

Recruiter 

Ring 

ATLANTA 

SFC  Willie  J.  Black 
SFC  Jeffery  Chappell 
SSG  Daniel  Hill 

BALTIMORE 

SFC  Stephen  Russell 
SSG  Charles  E.  Randall 

BECKLEY 

SSG  Robert  J.  Ackley 

COLUMBIA 

SFC  David  W.  Lake 
SFC  Ervin  Wells 
SGT  Grover  Q.  Quick 

DENVER 

SFC  Mark  Young 

DALLAS 

SFC  Michael  Lane 
SSG  Sean  A.  Isaac 


Morrell  Awards 


JACKSONVILLE 

SFC  Ronald 
Fillmore 


KANSAS  CITY 

SFC  Timothy  C. 
Benson 
SFC  Eric  B.  Doggett 
SFC  Duane  A.  Jackson 


MINNEAPOLIS 

SFC  Brian  C. 
Danielson 


MONTGOMERY 

SFC  Ricky  Williams 


NASHVILLE 

SFC  David  L.  Bennett 


MID-ATLANTIC 

SFC  Mae  D.  Menton-lngram 

MILWAUKEE 

SSG  Eric  A.  Meister 


SSG  Ronnie  Pate 
SGT  John  Drum 

HARRISBURG 

SFC  James  L.  Pertuncio 
SSG  James  T.  Greco  Jr. 

HOUSTON 

SSG  Lawrence  Montgomery 

INDIANAPOLIS 

MSG  Ralph  W.  Kendall 

JACKSONVILLE 

SSG  Arthur  Sweeney 

LOS  ANGELES 

SSG  Kristian  K.  Anthony 

MID-ATLANTIC 

SSG  Rocke  A.  Evans 


NEW  ORLEANS 

SFC  Mark  0.  Terry 

PITTSBURGH 

1 SG  Timothy  L.  Winegord 

PORTLAND 

SFC  David  J.  Mindolovich 


MINNEAPOLIS 

SFC  Shawn  W.  Phillips 

NASHVILLE 

SFC  James  L.  Thompson 
SSG  Martin  Smith 

NEW  ENGLAND 

SGT  Robert  M.  Thomas  II 

NEW  ORLEANS 

SFC  Charles  J.  Christ 

OKLAHOMA  CITY 

SFC  Mitchell  D.  Bennett 
SSG  John  M.  Gray 
SSG  Don  L.  Melhorn 

PHOENIX 

SSG  Mark  E.  Beyerl 
SSG  David  D.  Holmes 
SSG  Ronald  S.  Ratliff 

PORTLAND 

SFC  Dave  R Tauala 
SSG  Jeffery  A.  Dawson 


RALEIGH 

SFC  William  V.  Monroe 

SACRAMENTO 

SSG  Drew  E.  Radke 
SFC  Shirley  M.  Grier 

ST  LOUIS 

SFC  Charles  0.  Cook 

3d  BDE  AMEDD 

MSG  Herbert  L.  Harris 

5th  BDE  AMEDD 

SFC  Curtis  J.  Bach 
SFC  Michael  S.  Cambron 
SFC  Danny  J.  Daniels 
SFC  Randall  D.  Bland 

6th  BDE  AMEDD 

SFC  Veronica  Parker 
SFC  Allan  G.  Lindsay 


SACRAMENTO 

SFC  Robert  C.  Orr 
SSG  Matthew  J.  Geismar 
SSG  Terryl  D.  Green 
SSG  Matthew  R McBride 

SALT  LAKE  CITY 

SFC  Curtis  L.  Hansen 
SSG  Stephen  A.  Noton 

SAN  ANTONIO 

SGT  Darren  K.  Wiggins 

SEATTLE 

SSG  Randy  D.  Quaid 

SOUTHERN  CALIF. 

SSG  Patricia  D.  Robinson 

SYRACUSE 

SFC  Michael  S.  O’Dell 

5th  BDE  AMEDD 

SFC  James  W.  Lynch  Jr. 

6th  BDE  AMEDD 

MSG  Frank  H.  Howell 
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Salutes 


Gold 

_ Badges 

SFC  Gerald  C.  Girard 

BALTIMORE  SGT  John  c Johnson  Jr. 

SGT  Randal  Westfall  SSG  James  Q Lassure 


BECKLEY 

SFC  Monica  L.  Good 


NEW  ORLEANS 

SSG  Randall  K.  Prather 


CHICAGO 


SGT  Andelmo  Aponte  Jr. 

COLUMBIA 

SSG  Theodesa  Lyles 

DALLAS 

SSG  Chris  Banuelos 
SSG  Michael  A.  Munoz 
SSG  Duane  Reasoner 

DENVER 

SSG  William  F.  Plotner 
SGT  Craig  Lester 

GREAT  LAKES 


SFC  Donald  J.  Dobbins 


NEW  YORK  CITY 

SSG  Timothy  B.  Tang 
SGT  Marc  Ross 

OKLAHOMA  CITY 

SSG  Carolyn  R Stallings 

PHOENIX 

SSG  Jarrett  E.  Rogers 

PHOENIX 

SGT  Robert  A.  Hyatt 

PORTLAND 

SSG  Matthew  J.  Dydasco 
SGT  Benjamin  Charbonier  Jr. 
SGT  Jimmie  A.  Gopaul 


JACKSONVILLE 

SSG  Curtis  Sanders 


KANSAS  CITY 

SSG  Gregory  L.  Cowper 
SSG  Fred  D.  Hermstein  II 

MID-ATLANTIC 

SSG  Jimmy  Marose 

MILWAUKEE 

SFC  David  A.  Kagan 

MINNEAPOLIS 

SSG  Donald  L.  Hiemstra 

MONTGOMERY 

SSG  Malcolm  Wolfe 


SACRAMENTO 

SSG  David  Nickell 
SSG  Earl  L.  Raehsler 
SSG  Don  K.  Webb 
SGT  Gary  G.  Cook 
SGT  Clifford  E.  Hendrix 
SGT  Jeffery  D.  Krigbaum 

SALT  LAKE  CITY 

SSG  William  B.  Reid 

SAN  ANTONIO 

SFC  Gemma  A.  lannessa 
SFC  Galard  K.  Waitman 
SSG  Craig  Santiago 

ST  LOUIS 

SSG  Michael  Somervill 


NEW  ENGLAND 

SGT  Joseph  A.  Cooper 


SYRACUSE 

SSG  Kevin  M.  Williams 
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Headquarters  U.S.  Army  Recruiting  Command 
RSM  SEPTEMBER  1998 

1st  Brigade  2d  Brigade  3d  Brigade  5th  Brigade  6th  Brigade 


TOP  TEAM  MEMBER  (Recruiter) 

RA  SFC  Lewis,  W.  SGT  Haberkorn,  N.  SSG  Piland,  D.  SSG  Kagawa,  L. 

(BN)  (Baltimore)  (Columbia)  (Chicago)  (Sacramento) 

SSG  Nicholson,  W. 

(San  Antonio) 


USAR  SSG  Kelley,  D.  SSG  Sweeney,  A.  SSG  Vinson,  A SSG  Hines,  F. 

(BN)  (Pittsburg)  (Jacksonville)  (Milwaukee)  (Southern  California) 

SFC  Duncan-Boney,  M. 

(St.  Louis) 


TOP  TEAM  (Station) 


LARGE  Trenton 
(BN)  (Mid-Atlantic) 


Ocala 

(Jacksonville) 


Minot 

(Minneapolis) 


Tulsa  East 

(Oklahoma  City) 


Reno 

(Sacramento) 


SMALL  Cortland 
(BN)  (Syracuse) 


Chiefland 

(Jacksonville) 


Fond  Du  Lac 

(Milwaukee) 


Sweetwater 

(Dallas) 


Turlock 

(Sacramento) 


TOP  TEAM  BUILDER  (Company) 
(BN) 


Gilroy 

(Sacramento) 


AMEDD 

(HCRT)  Laurel 


Georgia  Indianapolis  Kansas  City  Southern  California 
& 

Alabama 
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“Be  All  You  Can  Be!” 


EVAN  R.  GADDIS 


Major  General,  USA 
Commanding 


1. b.AR  601-210,  para  4-37b(1) 

2.  b,  USAREC  Reg  56-1,  Chap  3,  para  3-5a 

3.  a,  USAREC  Reg  600-34,  Chap  5, 
para  d(5) 

4.  a,  AR  601-210,  Table  9-4,  line  6c(5) 


Answers  to  the  Test 


5.  b,  USAREC  Pam  350-7,  para  6-15 

6.  d,  USAREC  Pam  350-2,  para  5g 

7.  c,  USAREC  Pam  350-2,  para  7 

8.  c,  USAREC  Reg  601-210,  para  2-1 8b 

9.  a,  AR  601-210,  para  4-24s(2) 


10.  b,  USAREC  Reg  601-56,  Table  2-5 

11.  b,  FM  25-101,  Chap  2-1 

12.  c,  FM  22-100,  Chap  2,  page  3 

13.  b,  USAREC  Reg  601-95,  Chap  2b(1) 

14.  b,  AR  601-210,  para  1-10d(2) 


